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Plants from 60,000 cu. ft. Daily Capacity Upwards =| 


7 Cities have plants of 5,000,000 cu. ft. capacity or over 
29 Cities have plants of 500,000 cu. ft. capacity or less 


remy 


117 Glover-West Plants in all, including 
41 contracts since January, 1919 
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Is It Wise to Retreat? 


Why Not Stand Up and Fight for Our Rights? 


By J. E. BULLARD 


“What is going to happen to gas lighting? 

This question was put to a number of gas men 
In nearly every case there seemed to be an agreement 
that gas lighting would not be sold to any very great 
extent in the future. One man laughed and said that 
gas lighting no longer counted, anyhow. Industrial 
and cooking business was much more profitable. Only 
the day before an industrial contract had been signed 
which meant a_ million 
feet of gas a year added 


and untried fields and prepare the way for the elec- 
tric man to get this business later. In other words, 
the gasman is always on the retreat. He is constantly 
digging trenches which he uses but a short time him 
self but which will eventually be occupied perma- 
nently by the electrical man. 
First it was gas lighting. It was the hardest thing 
in the world to persuade gasmen that there really 
. were good qualities to gas 





to the sales. Gas lighting 
was too small an item to 
consider. 

A few blocks up the 
street at the time he was 
making this statement a 
number of women were 
crowded into the store of 
an electrical dealer watch- 
ing and listening to’ a 
demonstration of an elec- 
tric range. ‘The electric 
men have a habit not on- 
ly of hanging on to the 
business that they can get 
but of reaching out for 
more. 

It was not so many 
years ago that the only 
electric competition that 
the gasman had to face 
was that of lighting and 
power. ‘To-day the elec 
tric man is so firmly en 
trenched in these two 





monopoly. Little is it known how 
keen competition is. But, after 
all, if we are worth our salt com- 
petition is only making us fight 
harder. Which tells its own cute 


_ — lighting. The only argu- 


ment he used was that of 
cheapness. Gas was 
cheaper than electricity, 
therefore it should be 
used where cheapness 


a . was ; alement of im- 
The public is in the habit of be- Ras 


portance. 


heving that the gas industry is a Then along came the 


war and boosted up the 
freights, the price of oil 
the cost of coal, labor and 
everything else entering 
into the making and dis- 
tributing of gas. The 
electric men had already 
developed water powers 
to such an extent that the 
average cost of generat- 


little tale-—Editor. ing electricity did not 


mount in the same ratio. 
Even where coal was used 
for fuel in steam plants 
and no water-power was 
available the electric men 








fields that the general 
public is inclined to look upon gas lighting as out 
of date and gas power as entirely impractical. And 
not only has the public reached this state of mind but 
many of the gasmen also. 

I.et a gas and an electric company combine and 
who benefits? It has been the experience of the 
writer that the gasman is advised not to compete with 
the electrical man but that the electrical man is 
given a free hand. He is not only allowed to keep 
all the business that he has but also to take all that 
he can from the gasman and the gasman is often 
even forced to give up this business without a 
murmur. 

Of course. this is not always the case, but it has 
certainly heen the tendency. All the gasman has 
been expected to do is to develop business in new 


seemed to be able to keep 
their rates down more 
successfully than did the gas company. To-day. with 
the improved electric lamps, the comparatively low 
cost of electricity and the high cost of gas, there is 
not much margin left for the cheapness appeal for 
gas lighting. Accordingly it seems to be the easiest 
way simply to forget all about gas lighting. It was 
a good deal of a bother, anyhow. and perhaps the gas 
companies will be better off without it. With some 
such reasoning as this it is being turned over to the 
electric men to do all the lighting. Old houses are 
being wired for electricity and new ones have no gas 
piping except to the kitchen. 

Plenty of electric wiring, however, is now being 
done. The number of outlets going into the average 
house has been enormously increased. In addition 


to the regular lighting outlets there must be floor 
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and baseboard outlets ier’ the innumerable electric 
appliances. lh a 

It is a mistake for the gasman to expect that the 
electric man is going to stop with the light and power 
in the home. He is already going after the cooking 
as well. Iie may not have made any great degree of 
headway as yet but he is most certainly on his way 
If the gasman has been sufficiently well trained to 
give in to his younger brother it isn’t going to be at 
all hard for the electric man to get this cooking 
business. 

ut the industrial business is still left. That is the 
business that the electrical man does not find profit- 
able at the present time. 


Must Stand Up and Fight 


There is not a field in which the gas industry can 
secure any business where there is not already been 
competition or will be within a space of a few years 
If the gasman does not stand up and fight for the 
business, he most certainly is not going to have it. 
It takes high grade salesmanship and a lot of back- 
bone to stand up against the electric man who has 
now been given his own way for so long a time that 
he doesn’t expect any serious resistance from the 
gasman. 





The Gas Man Is Advised Not to Compete 
with the Electrical Man 


When a child is treated as the electric industry has 
been treated by the gas industry it grows up to be 
a spoiled child. It is hard to get along with. The 
time comes when it must either learn the serious 
lessons in life or prove a complete failure. 

Perhaps the passing over to the electric man of 
all the business for which he has asked will in the 
end prove a detriment rather than an aid. As a mat- 
ter of fact. the public utility conditions are usually 


better in those cities where the competition is great- 
est. Competition means that each company will pay 
more attention to the efficiency of its business and 
will see to it that it is rendering the best service to 
the public. This competition, of course, can exist 
whether or not the two companies are owned by the 
same holding company. It is bound to exist if both 
companies are independent and both are keen for 
business. 





If the Gas Man Does Not Stand Up and Fight for 
the Business, He Most Certainly Is 
Not Going to Have It 


When one is keen for business and the other is not, 
there is no competition no matter what the manage 
ment relation is between the two. Had the gas com- 
panies been keener in the past to hold all their busi- 
ness as well as adding new business in new fields 
it is quite possible that present conditions would not 
be so serious. 

If matters are allowed to go on as they are, there 
is danger that it will work to the disadvantage of 
the electric companies as well as to the gas com- 
panies. If the present attitude towards gas lighting 
continues it is not going to be many years before it 
will be a very difficult matter for people to use gas 
lighting. As it is the securing of new mantles and 
burners is more of a problem than securing electric 
lights. Electric lights can be purchased almost any- 
where. There are only a few stores in the average 
community where good quality gas lights can be 
bought. In some cases the gas office is the only 
place. 

The electric company as well as the gas company 
will eventually be blamed for this condition of af 
fairs. TIll-will is bound to result. The more the 
electric company is favored the more certainly will 
the public cry out about the monopoly and go back 
to using kerosene or some other fuel. Perhaps they 
will use them for both heating and lighting. 

Monopoly always has a degenerating effect. Just 
as soon as any industry feels itself entirely free and 
independent of competition that industry begins to 
decay. As long as Rome was fighting, Rome was a 
great and a strong empire. As soon as Rome had 
conquered the world and had no more enemies to 
fear she became decadent 

(Continued on page 12.) 
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Arguments to Use in Selling Gas Ranges 


The Points That a Woman Has Found Appeals to Other Women 


In the May, 1921, lVoman’s Home Companion, 
Alice Bradley, principal of Miss Farmer’s School of 
Cookery, writes in defense and praise of the gas 
range, paying special attention to the elimination of 
all guesswork in gas cookery by the use of oven 
thermometers and automatic control. She says 
“\Vherever gas is obtainable and reasonably cheap, 
cooking with the gas range is the most popular 


of gas means better results from a given amount of 
gas Proper regulation of the burner, so that a blue 
flame and never a yellow flame shows, means that 
all the gas is utilized. When practicable, use the 
oven for several things at once, or follow the baking 
of something that require a very hot oven by some- 
thing that takes a slower oven. A gas stove toaster 
thin wire gauze below the wires that hold the toast 








means of making food may be used on the top of 
ready for the table. Both _ ——_—— — the gas burner. It re- 
natural and artificial gas quires less gas than the 


are used for cooking, and 
the price is determined by 
the number of cubic feet 
of gas used. In order that 
your gas bill may be as 
low as possible, become 
familiar with the many 
ways in which the amount 
of gas necessary for pre- 
paring food may be re- 
duced to a minimum. 
“For instance, do not 
use the large burners for 
small utensils. When the 
contents of a kettle have 
reached the boiling point 


When a woman, writing for 
women, advocates and praises the 
use of gas ranges and water heat- 
ers, it seems to us the arguments 
she uses to drive home her facts 
are the very ones we should use in 
selling appliances. 


reason why we obtained permis- 


oven toaster. Use as often 
as possible only one burn- 
er, part wav on, for 
baking. 


Cleaning the Gas Range 


“\lodern gas ranges are 
built so that all parts ex 





cept the outside can be 
taken apart and_ thor 
oughly washed. If the 


holes in the burners be- 
come clogged, remove the 
burners and boil them in 
a solution of washing 


That is one 


; : ‘ ° 

reduce the gas to the low- sion to reprint this article from soda and water. using 

est point at which the , ’ two tablespoons soda to 

boiling will continue Woman’s Home Companion.— four quarts of water. (as 

Many foods are much bet - if} burners should not be 
rf; Editor ; 

ter if cooked below the ’ , blackened. Keep the bot 


boiling point for a longer 
time than if = actually 





tom of the oven free from 








boiled. Prevent boiling 
over of contents of a ket 
tle: this clogs the burners and makes necessary the 
cleaning of the pan underneath. Use the simmering 
burner when that amount of heat is sufficient for the 
cooking process employed. Learn to turn off the gas 
before removing the kettle or pan. 

“When buying a new gas range, study the merits 


of those ranges that are built with a well insulated 
oven which mav be used as a fireless cooker. and 
those which h ive a hood over some of the top burt 
ers, which make of the range a tireless cooker. A 
pressure cooker also saves gas, as foods cook in a 


much shorter time because of the higher temperature 
\ large steamer, in which two or more feods can be 
the time on burner, 
lriplet kettles and double frying pans make 1 
possible to cook two or three foods on ne 
A small portable oven in which foeds may be kept 


cooked at same one @as saves 


vas. 


burner 


hot, or small amounts of food may be baked, uses 
less gas than the gas oven 
“Cooking by temperature frequently means using 


than formerly considered necessary 
Proper care of the gas range, so that the burners do 


not become clogged and thereby diminish the 


less was 


vas 


flow 


crumbs or the charred 
liquid that results from 
the boiling over of any 


foodstutts 
it has been 


Wash the pan of the broiling oven after 
ised just as you would any baking pan. 
“There is a valve that regulates the air supply for 


each burner of the gas stove. The gas enters fron 
the main pipe, mixes with the air, and comes out 
through the burner. A screw regulates the amount 


of gas from the main pipe. ‘There should be only 


enough to mix with the air and make a blue flame 
If there is not enough air, the flame 


} 1 
smokes If there 


burns vellow ana 
is too much air. there is a roaring 
sound and frequently the gas pulls back and burns at 
the pipe. Opening and closing the valve where the 
main pipe connects with each burner 
troubles. Som« 


regulates these 
ranges have excessive bottom heat 
in the oven. This can be remedied bv using a sheet 
of asbestos the size of the bottom of the oven, whicl 
spreads the heat and prevents the burning of the food 
“\lost tvpes of new ranges are built with the oven 
at the side of the range so that it can be used wit! 
out 
ment, but where space is limited the 
under the burners. Many ranges are in 
can be used with both coal or wood, 


stooping This is the most convenient arrang 


pla ed 


ven 1S 
which 


use 


and gas 
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“As stated above, when using the top burners, it is 
seldom necessary to have the burners turned on full 
except when water is being brought to the boiling 
point. For very slow cooking a round asbestos mat 
may be used under the foodstuffs. To use the oven, 
light both burners and leave the heat on for from five 
to ten minutes, depending on what food is to be 
cooked. At the end of ten minutes the temperature 
will probably be around 410 deg. Fahr. As this is 
tou hot for most foods, one burner can be turned oft 
completely and the other turned low, or both burners 
turned low, if thereby the heat in the oven is more 
even. 

“For light, delicate cakes, turn off the heat for ten 
minutes ; the baking of the cake can then be regulated 
by the use of one burner partly turned on. For foods 
requiring a very hot oven it may be necessary to have 
both burners turned on full for a short time; but this 
is seldom necessary and frequently results in burning 
the food. 

“Most gas ovens have two racks. These should be 
arranged at such a height that food will bake evenly 
and will burn neither on the top nor the bottom. 

“Many ranges are built with a thermometer in the 
door of the oven. This does not always register cor- 
rectly in degrees, but experience will show the point 
at which the most satisfactory baking is done, and 
the heat can then be regulated accordingly. If your 
stove has no thermometer, a chemical thermometer 
can be purchased for about $7 which registers up to 
700 deg. This should be inserted in a large cork; a 
plumber will easily make a hole in the outer cover- 
ing of the oven large enough to hold the cork firmly 
and a smaller hole in the inner oven through which 
the bulb can pass. The temperature of the oven can 
be read from the outside without opening the oven 
door. 

“If a thermometer is placed in the oven and the 
door opened when reading it, the cool air naturally 
sends the temperature down several degrees and the 
results are not as accurate. The use of the ther- 
mometer eliminates the guesswork in baking al! 
kinds of food in the gas oven. 


Recommends Water Heaters 


“The installation of the hot-water heaters for dish- 
washing and baths has made it possible for the house- 
keeper to get along entirely without the use of a coal 
or wood range in the kitchen if the room is heated 
by furnace 

“Where a coal range seems necessary, and gas is 
available, a gas plate with one, two or three burners 
can be purchased for emergency use. If the space 
in which the stove can be set up is very limited, a 
sectional gas range can be secured with oven and top 
burners in separate parts, so that it can be set up to 
fit the available space. | 

“Special directions come with every gas range that 
is built with fireless oven, showing the leneth of time 
necessary to cook foods with direct oven heat and 
the time necessary with the retained heat.” 


The Temperature Table 


Product to Be Range of Temperature Over 
Baked Which [It May Be baked— 
Degrees Fahrenheit 
Biscuits. bak’g powdr. 400 to 500 
a rere 350 to 450 (begin low and 
raise temperature rapidly 
reducing again, or begin 
Cakes: high and reduce sharply). 
Angel food ....... 300 to 400, according to size 
Or, put a _ six-egg cake 
(turk’s-head pan) into 400 
oven; when it begins to 
brown, turn gas out for five 
to ten minutes, then raise 
to 330. then at last to 370 
(these temperatures are ap 
proximate and cannot be 
expected to fit all cases ex 


actly ) 
Cookies ...... .... 375 to 400. 
Cup cakes ........ 300 to 400. 
Gingerbread ...... 370 to 400. 
Layer cake ....... 300 to 400 (begin low, raise 


gradually). 

Loaf cake ........ 280 to 375 (begin low. raise 
temperature very gradually 
at first, then more rapidlv). 

Sponge ee 300 to 400 (see angel food ). 

SO, eee ee 250 to 350 (or, set in pan of 
hot water, and use 350 to 
150 oven temperature). 

Meat, roasted ...... 100 to 500, then 350 to 250 


searat highest temperatur¢ 
mentioned or else in heavy 
kettle or skillet on top OL 


range, reduce sharply and 
finish at a lower tempera 
ture). 

a 100 to 450. 

Pastry (no filling)... 450 to 550. 

Pies (uncooked fill’g) 450 to 400 (put in hot oven, 
lower. when it begins to 
color). 

Popovers eb ea oar es £50 to 350. 

POUNtOeS «. cscs. .-. 400 to 500 (or at lower tem 


peratures, increasing the 
time according to the re 
duction in temperature 


~~ 


Puddings ........... 350 to 400 (if high in eggs or 


milk, bake like custard) 
Rolls 100 to 450 


Souffle ......... ... 390 to 400 (see custard) 


The above table from the Journal of Home Eco 
nomics, December, 1920, was worked out by Minna 
C. Denton in the experimental kitchen, office of Hom 
Economics, 1.5 Department of \criculture 


Safety 
\nother splendid article on “Safety” is scheduled 
publication next week in the AMERICAN Gas ] 
The first article of this series which was published | 
month was the subject of a great deal of favorable 
comment. It is planned to publish at 
ror some time to come. 


least one a ont! 
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“On the Trail of 


the Heat Units” 


The Actual and Theoretical Value As Applied to Electric and Gas Appliances 


By CHARLES E. BLOOD 


| heard a man the other day, a gasman too, kidding 
himself as to the number of 


}.t.u. in a kilowatt of 
electricity. 


He had figured it all out what a swell 
chance the electric brethren had of equalling the fine 
array of b.t.u. he had stacked up in 1,000 cu. ft. of 
gas. I saw it, and | believed it, too, until the thought 
struck me that our chemist had told me one day that 
there was a deal of difference between gross and ne‘ 
B.t.u. values; that is, ac 
tual usable heat units 


up to 60 or 70 per cent. Used, however, in a domes- 
tic kitchen stove to heat a kettle of water, its efh- 
ciency is unlikely to reach 10 per cent, or a useful 
1,561 B.t.u. in seven pounds of fuel. Gas used under 
a kettle has an efficiency of 30 per cent, or a useful! 
1,042 Btu in 27.8 cu. ft. The low efhciency is du 
to losses by conduction, through.the metal of the 
kettle, by convection currents; i. ¢., by warming the 

° surrounding air instead of 





So when I hear tha: 
“Oh! the electrical bunch 
never can touch us on 
ranges and water heaters” 
itis to laugh. [larken to 
laugh. H 


arken to a few 
facts secured from the 
best authorities, not only 


one but all of them 
Chere are 
clectric 


a number of 
water heaters on 
the market from the smali 
one, heating a little shay 
ing water, to the electri 
water heater for the sup 
ply of hot water for the 


books. 


information. 


In this second article of the se- 
ries, “A Glimpse of the Future,” 
Mr. Blood has written something 
that gas appliance salesmen will tl 
want to paste in their little black 
Here is useful, valuable 
Can you afford not 
to study it carefully? 


heating theater ip the 
kettle, and“by ‘Udit résist- 
ance to the “pasgagé of 
heat due to the S6ot 
the bottom and sides of 
the kettle. 
Electricity used to heat 
a-kettle with the heating 
element a part of the ket- 


on 


_ will give an efficiency 
of nearly 95 per cent or a 
useful 3,240 Bitcu. In 
hese cases there is prac- 
tically no loss. only the 
line loss in. the wiring 
supplying the current 
‘There is a slight loss due 


Placing 


entire house lhe prob- to radiation and convec- 
lem of the kitchen tank one ear to the ground, we seem to tion from the _ polished 
electric heater has been 


the hardest nut to crack, 
but the “do it electrically” 
bovs have risen to the oc- 


and found 





hear that rumbling roar that says 
“No-o.”—Editor. 


sides of the kettle. 

Now place the kettle on 
the electric range and the 
tune changes. ‘The effi- 
ciency is lower, and with 
a ne perfect contact and a 











casion means 
of giving a hot water sup- — — 
ply for ail domestic pur 


poses on lines of effc 1ency 

chat compare favorably with any other systen In 
such as the all-electric houses. hotels, 
and restaurants, where a large supply of hot water 1s 
needed, it is still a question of too much expense 

For small or moderate quantities of hot water and 
current at a cent or two cents per kilowatt, is by no 
means expensive, and will compare most favorably 
with gas or coal, the simplicity and ease of operation 
and freedom from adjustment are a few of 1 
vantages. 

The electric kitchen tank water heater is made in 
several forms, one of which is of the immersion typ« 
and inserted inside of the water tank (no heat units 
lost here) + another type is outside patterned after the 
vas tank water heater. Only in both types the speci 
fications call for a well-lagged tank, which retains the 
heat of the water in the tank and contributes to the 
efficiency of the heater. Some systems require that 
even the connecting hot water pipes be lagged. lor 
the heating of water, it is necessary to consider the 
efficiency of the system required. 


some 


cases, 


its ad 


Coal burned under a first-class water tube boiler, 
with every modern refinement, may give an efhciency 


brand-new shining kettle 
&5 per cent is obtained, or 
B.t.u. When the bright new shiny 
kettle is placed on the electric range, as Mrs. House- 
wife would place it, not stopping to weld it tight to 
the heating element, the efficiency is lowered to be 
tween 50 and 60 per cent, or a useful 1,706 B.t.u. as 
additional losses take place through conduction and 
imperfect metallic contact between the heating sur- 
face and the water. With a very sooty kettle and 
unfavorable weather, such as the frosty New Eng- 
land climate, and other household conditions, the efi- 
ciency in regular household practice will fall to 10 or 
15 per cent or useful 340 B.t.u., so if you use elec 
tricity go out and buy a new kettle every time vou 
need good hot water. : 

To calculate the electricity necessary to raise the 
temperature of a given quantity of water to a given 
degree at about 82 per cent efficiency, a rough but 
simple rule is to multiply the number of gallons by 
the number of degrees of temperature, through which 
it is to be raised, and to divide by 345. 


a useful 2.986 


Gallons temperature in degrees ~ 345 


Suppose as an example it 1s required to raise ten 
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gallons of water from 50 deg. Fahr. to boiling point. 
212 deg. We have 212 — 50 = 162, number of de- 
grees to be raised. 
10 & 162 — 345 = 1,620 — 345 = 4.7 kw. 

or nearly 500 watts per gallon or 125 watts per quart. 

No other known liquid or solid has as high a spe- 
cific heat as water. In other words, water has a 
greater capacity for storing heat energy than an equal 







——— 


Z| AA : 
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The Heat Unit as Seen by the Gasman 


weight of any liquid or solid raised an equal number 
of degrees in temperature. Water. like other liquids 
is heated by convection currents, set up within the 
substance itself. Very little heating is done by con 
duction between the individual particles of «which it 
The convection currents are created 
by the difference in weight of hot and cold water: 
whereas at 32 deg. Fahr. water weighs 62.42 lb. per 
cubic foot. it only weighs 59.85 Ib. at 212 deg. Fahr 
It is this difference in weight that causes the top of 
the tank to become hot before the bottom, and which 
creates the circulation in the ordinary 
system. 


is composed. 


hot-water 


Another method of figuring the cost of electricity 
heated water is assuming the weight of a gallon of 
water to be 8.3356 Ib. and one kilowatt will raise 
109.33 gal. of water one degree Fahrenheit or 4.0933 
100 deg. Fahr. If an electric water heater of one 
kilowatt capacity be operated at 100 per cent effi- 
ciency, it would show the following results: 


Raise 409.33 gal. 1 deg. Fahr. in 1 hr. and con 
sume 1 kw. 

Raise 8.19 gal. 50 deg. Fahr. in 1 hr. and con- 
sume 1 kw. 

Raise 1.09 gal. 100 deg. Fahr. in 1 hr. and con- 


sume 1 kw. 
Raise 9,823.90 gal. 

sume 24 kw. 
196.48 gal. 
sume 24 kw. 


1 deg 


‘ahr. in ?4 hr. and con- 


Raise 50 deg. Fahr. in 24 hr. and con- 





98.2 


Raise 
sume 24 kw. 


gal. 100 deg. Fahr, in 24 hr. and con- 


Authorities vary in their estimates of heat losses 
from metallic surfaces, between 1.5 and 3 L.t.u. per 
square foot per Fahrenheit degree difference in tem 
perature per hour. The loss is naturally greater from 
dark rough surfaces than from brighter and smoother 
ones. For ordinary water heater calculations, it is 
safe to figure a loss of 0.6 of a watt (nearly 2 B.t.u.) 
loss per square foot per Fahrenheit degree difference 
of temperature per hour. 


The large amount of heat that is lost from surfaces 
of exposed water tanks and piping systems is seldom 
given a thought by any gas manager, though his 
works superintendent is constantly spending money 
for asbestos covering of his steam lines. Take for 
instance a 24-gal. tank, having an exposed area of 
fourteen square feet, is to be maintained at a tem- 
perature of 100 deg. Fahr. above the surrounding air. 
The current that would be required to maintain such 
a temperature. provided no water was used, would be 

14 & 6 & 100 = 840 watts. 

lf this tank was heated with a heater of one kilo 
watt capacity, there would be only 160 watts of the 
entire capacity available for supplying hot water at 
the required temperature. In this case the current 
produced by the 840 watts of the heater capacity 
would be lost and only 160 watts used. Cover the 
tank with one of the many forms of lagging made for 
this purpose, and having an efficiency of 85 per cent, 
the capacity required would have been 

14 6 100 


15 per cent 126 watts. 


(Continued on page 14.) 








LYND. 


The Way the Electrical Man Describes 
the Heat Unit 
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Getting Your Winter Business Now 


Selling Appliances in the Summer for Fall Installation 


By L.W. ALWYN-SCHMIDT 


This is the time to lay the foundation for a rattling 
good winter business. The days are long, the sun sup 
plies most of the light and all of the heat. The gas 
bills are lower than they have been for some time. So 
this is the time to get in touch with your prospective 
customer for getting his house ready for the winter. 
Was there ever such a time as the present for having 
the gas pipes carried to each room of the house ? 
is cheap, or at least much 
cheaper than it has heen 


Labe iT 


mce autumn has arrived the time for selling stoves 
has gone. The coai is in the cellar and the old heating 
system has to be employed another year. So the time 
ior attacking the gas-heating problem is the present 
one, before the householder has secured his new winter 
coal and before the winter routine has been definitely 
settled 

July is particularly useful for deflecting the mind of 
the likely customer from 
the coal purchase to that of 








and possibly as cheap as it 
ever will be in the near fu- 
ture. Materials are coming 
down and coal, unfortu- 
nately, continues to be a 
doubtful factor in next 
winter’s household pro- 


While it is true that most of the 


points brought out in this article 


considering a gas-heating 
plant. Buying coal is al- 
Ways a sore point with any 
householder. It means lay- 
ing down a_ considerable 
amount of money for some- 
thing that will be used only 


gram. The coal authorities | many months from now. 
advise the consumer to lay [I are familiar to salesmen, it is like- | So the coal purchase 1s e1s- 
in his winter coal early, as’ || 


there may be difficulty in 
securing it at any price at 
a later date Davina the | to repeat them. 
winter the public utilittes 
alwavs have the _ bette: 
chance of securing ceal. } 
Hence a gas stove in the || 
bedroom seems not so had | 
an idea. But it willhaveto |} 
be suggested to the house 
holder, and the suggestion 
must be strong enough so 
as to bring the order. 

To sell winter equipment, 


—FEditor. 





wise true that it will do no harm 


| doubtedly will do a great deal of 
| good, for it probably will stimu- | 


late activity where none existed. 


ily put off. Incidentally, 
getting coal in the house is 
a messy business and the 
women of the house are in- 
clined to shirk the trouble. 

It is easy for any adver- 
tising man or sales mana- 
ger to make good use of 
this state of mind by sug 


‘ | 
In fact, it un- | 
| 


gesting an alternative te 
. if coal by means of the gas 
stove. If the house is piped 


already, as is the case in 
'} most buildings where gas 
——]_ is employed side by side 








such as living-room heaters, 
lighting fixtures, water 
heaters, hall radiators and similar others, during the hot 
summer months seems pretty much hopeless for every 
one who has not tried it. Once having made the ex 
periment, however, one will easily see that the sugges 
tion 1s not such a bad one. It certainly seems peculiar 
to walk up to a man sweltering upon his porch and to 
ask him to have a stove installed in his principal sitting- 
room. Nevertheless, there is the fact that the sugges 
iion itself if made during a hot day is sufficiently tick- 
ling to the humorous sense of everybody as to bring 
about a serious consideration. People are generally 
more inclined to discuss matters relating to the winter 
when it is still] warm as when the cold has actually ar 
rived. 

‘he suggestion of warmth seems to make an excel 
lent opening in an advertisement during the hot days. 

The fact is, we all live much more in the future than 
in the present. Our mind is occupied mostly with to- 
morrow and less with to-day. We are all planning 
ahead and appreciate the same characteristic in others. 
Hence we will occupy our minds just now with winter 
problems. Also, it is an undeniable fact that it is easier 
to sell a stove before the old stove has been lighted. 


with electricity for lighting 

purposes, there is compara- 
tively little cost connected with installing a gas-heating 
system. To put up a radiator in the hall, a gas fire in 
ihe dining and living rooms, and a few smaller fires in 
the bedrooms costs less than the summer coal bill. This 
is a point that cannot be made enough of. It shows the 
householder that by installing gas stoves he can save, 
ior the moment at least, a part of the summer outlay 
for coal. Of course, he knows quite well that the gas 
bil will come in the winter. But here is where a sum- 
mer consideration of the subject comes in. The pres 
ent outlay for the stoves is a one-time expenditure. It 
is, in a manner of speaking, an investment for future 
happiness. and it is up to the gas salesman to make 
this happ'ness sufficiently attractive for his prospective 
customer. 


Summer Arguments in Favor of Gas Stove Sales 


It is quite astonishing how large a number of argu- 
ments can be placed in support of gas heating in private 
houses. They are most likely at the finger-tips of every 
gasman, but a few of them may be pointed out again, 
as they may come in handy to make up a sales argu- 
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ment not quite completed. The purchase of the stove 
once made, there is no other bulky expense like that ot 
purchasing coal. The coal bill happens to be due dur 
ing summer. The gas bill comes in once every month, 
and the coal bill in this manner is distributed all over 
the winter months in small fractions that are hardly 
noticed if paid in this manner. No future coal biils 
during summer. stove can be lighted during a 
cool summer evening, or in the early part of the autumn 
when a cool day suddenly descends. It can be extin- 
guished just as readily by merely turning a handle. The 
gas consumption keeps on oniy during the short time 
when one or the other stove is lighted, and ceases im- 
mediately again. ‘There is no need of getting the large 
heating installation going early in autumn and let it 
cool down again, as is the case with a central coal-firing 
system. Ihe coal wasted in this manner is very con 
siderable and the discomfort of an overheated house 
during the warm hours of the average autumn day is 
great. Both the waste and the discomfort are easily 
eliminated by a gas-heating system operated upon the 
burning of individual stoves. Even the hall radiator, 
which is supposed to supply the foundation for the gas 
heating system in the house, can easily be shut oft 
again as soon as it 1s not required. There is no need ot 
carrying coal, nor removing ashes; no dirt is connected 
with the gas-heating system, and the furnace need not 
be kept going at full heat because it has to heat a num 
ber of rooms which are unoccupied and do not need 
heating at all. The cleanliness argument will appeal 
mostly to women: that of less work to the men, because 
it is the latter who mostly have to handle the furnace. 
Both arguments are especially effective during a lazy 
summer day. 


The gas 


It is clear that a step so momentous as a change from 
the old-fashioned coal-heated furnace to the gas heating 
of individual rooms will not be taken easily. 

Hence the necessity of starting to work early at a 
time which gives sufficient chance for arguing the case 
in every direction. L.ke a rainy day, so a hot summer 
day offers many excellent opportunities for following 
up a drive of this character. Men are quietly in their 
offices during the height of the summer and will be 
ready to discuss the problem with the salesmen and ‘he 
change can most easily be made during the summer. 

It is a point in favor of gas heating that the step, if 
once taken 1s not irreyocable. The gas stoves can work 
conveniently along with the furnace if the householder 
should decide to go back to furnace heating at any time 
in the future. 


Keeps Full Sales Force at Work 


There is, therefore, no reason whatever to cut the 
sales force during the summer months or to shut down 
on general advertising because business is slack during 
that time. Of course, small sales are always declining 
during the summer. People go away during the sum 
mer months, and while they are away they do not re 
quire ordinary gas lighting and heating supplies. But 
the salesman who can land a house-heating contract 
during that time of the year stands a chance for a big 
order, one of the kind which he cannot bring in suc 
cessfully during any other time of the year, and the 
possibilitv of getting such a contract is certainly 
worth while to work for. 

This is more the case, as a householder who uses gas 
for heating is bound to hecome a very important cus 


iomer for the gas company, not only as a consumer of 
gas but due to his increasing familiarity with the use of 
Soniehow we do not seem to understand in this 
country to make the full use of our opportunities in this 
I-nglish, gas 

have followed up this line more closely and have worked 


vas 


respect. l©uropean, especially 


Companies 


out a complete system of gas conveniences, which are 
introduced step by step ‘in each household where gas is 
ised. A small water-heating attachment, for instance 


sold together with a so-called 
proved a wonderful 
to-day are equipped 
tachment. 


nursery gas stove, has 


seller, and many English bedrooms 
with these little stoves and their at- 
They give an easy opportunity of warming 
a bottle of milk during the night, or to make 

lish habit—an early cup of tea, without the slightest 
trouble. Water heaters for the bathroom are very gen 
erally in use in favor of the centrally heated range, 
which always requires special lighting whenever a hot 
bath is wanted. Considering the 
iences of life found in 


an Ing 


great many conven 
\merican homes, it 
ing to see that no use has been made vet of at 


is astonish 
itomati 
lighters for lighting a bedroom gas stove during a chill 
morning before rising. 


From the purely advertising point of view ther 


e tc 
much in favor of making a summer campaign for winte) 
sales. The mind of the consumer may be more rece} 
ive for an offer of heating and lighting appliances di 


ing the winter because the problem is permanently be 
But it can certainly be turned more 
easily in one particularly desired direction during the 
summer when 
necessity of 


fore his eves. 
. 1 ° 7 

it is less occupied. somehow it is thy 
turning the mind which is the most in 
portant item in any advertising campaign. It is an old 
rule that a who has no knowledge whatever ot 


any particular manufacturing process can be traine 


man 


more effectively in any special method than the man 
who has worked already upon similar work. 


a clean 


The first 
where the second has 
already a preconceived idea that has to be ki 


the new can take root. 


has slate to write upon 


lled before 
So the possible purchaser of 
gas stove has an open mind as to the relative merits of 
any particular heating svstem during the summer, and 
advertising, therefore, will him sily 
and also more lastingly. Being free to consider, and 
not hampered by anv previous decision, his choice can 
be influenced and molded in the manner in which it is 
wanted. Experience has shown that the success of 
“reasoned” sales.campaigns is greater during the so 
called quwet months of the vear than during the 
times. 


influence more ea 


busy 


This refers as much to house-to-house campaigns as 
to ordinary advertising. Newspapers are more care- 
fully read during the summer in the cities than during 
the winter, because there is, 
more time for reading. 


as a rule, less to read 2nd 


This as to the selling side of a sales 


paign. 


summer cam 
But there is still another feature in favor of 
‘hrough the summer sale scampaigns in 
winter sales. Times like the present, when s: 
a general decline, the summer months are a 
worry to the sales managers. At the best the summe) 
seems to cut always in two the sales work. Often 
good spring is practically killed by the inability of pick 
ing up the various threads when the autumn comes in, 
and the results of the whole vear are disappointing 
It is, therefore, a matter of great satisfaction for am 


Om — 


*s show 


source Of 


(Continued on 


page 12.) 
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Relation of Commercial 


Department to Utility 


What It Means When Measured by Pleased Customers, Etc. 
By W.J. REAGAN 


Commercial Manager, Utica Gas & Electric Company 


The commercial de partment should bear the same 
relation to the Utility Company that the selling force: 
does to the manufacturing plant. A good commercial 
department, therefore, means more and better pleased 
and the additional load means better op 
erating costs 

In the smaller towns, 


customers, 


5,000 or less. where twenty 


involving as it does the objectionable feature of di- 
vided responsibility. It is the prime purpose of this 
paper to the commercial the 
large and medium size companies, giving special con- 
sideration to the function of business develop 
ment, service to existing customers, public relations, 
allocated costs of the department, reports, organiza- 


discuss problems of 


new 





four-hour service is available, the problem of promo- tions, ete. 

tion of business is essen- New Business Develop- 

tially different. The com ment 

munity grows but little; 

the inmoving of a new Revenue from new 

family marks an epoch lighting consumers on ex 

the population has a large isting lines will net a 

proportion of farmers higher return, capital in 

who have moved into vested considered, than 

town to await their end j anv other class of busi 

and the small merchants Ae Wer. Reagan Pe Om ness 

do a hand-to-mouth busi there is no more important de- The utility company 

ness. _— should maintain specia 
\ solicitor, as such, is partment of a utility company solicitors for the work, 


economically impractica 

ble and unnecessary in 

small community All of 

“peut . : partment. 
tne company s eniplovees 


The me 


act as solicitors 
ter reader inquires at each 
home it the service is 
a flatiron 
free trial, 


suggests other appliances 


lea\ co 
on thirtv davs’ 


isfac tory, 


and hands the mistress a 
descriptive pamphlet. The 


bookkeeper tells his yTO- 





than the commercial or sales de- 
This analysis of its 
functions should certainly appeal 


to every gasman.—Editor. 


each having a_ separate 
district Newspaper ad 
vertising can be used, the 
utility paving  one-hali 
and the participating con 
tractors the 
the cost. Additional pub- 
licity in the form of paim- 
phlets. form letters with 
return coupons or postai 
cards, will work out suc 
i} cessfully. 

Solicitors are paid on 


balance of 








while purchasing 
merchandise, about an ap- 
phiance. or to the butcher he 
ture, or suggests some other aid. 


simplicity itself 


Cer. 


explains some late lamp fix 
The soliciting is 

Evervone knows the other fel 
1€ 


OW Ss 


| 
ld 


business and talks about his neighbor. The f will 
never be saturated for the reason that new time and 
labor saving devices are constantly making their 


appearance 

lhe maintenance by the Utility of a good stock of 
lamps and standard appliances. prompt response to 
trouble calls, generosity in the matter of service—on 
a deferred, small payment plan, fair treatment and 
unfailing courtesv—all of these factors contribute t 
making a market, although every available house and 
store may be using electric light. 

\While it is urged by some students of organizat 
that the department should have in 
charge all departments and emplovees with which tl 


1moONn 


conimercial 


public comes in contact, including meter readers 
ledger keepers. cashiers. trouble men, etc.. it appears 
to others that this summary division is quite radi 


er ’ 
\bstract of paper read at Empire 
\ssociation commercial section meeting 


state (sas @ 


\ 


EseCCtri<c 


the combined salary and 
commission basis. The 
cost of the advertising and soliciting will approxt 
mate S5 for each contract closed. 


Service to Existing Customers 


Utilities should establish themselves as a source oi 
authoritative information and direction among con 
sumers for service. Let it be known that within the 
organization there are trained men who can go toe 
the source of any trouble that may be experienced 
with the operation of gas or electrica! apparatus. The 
utility maintains a complement of expensive and ac- 
curate instruments for research. The 
gratis. In the instance of disputed bills. annoying 
experiences, etc., this from the utility would 
be a great relief and welcome. For the utility nothing 
would be a great relief and welcome. For the utility 
nothing could be more productive in the interest of 


service 1s 


ady ice 


mutual satisfaction and a substantial foundation for 

good-will. Well regulated companies find that fif 

teen to twenty-five per cent of the total cost of the 

commercial department 1s accounted for in furnish 
+1 


to the existing customer 


IS SETVICé 
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Repair Service for Appliances 


It is desirable that the utility maintain a repair ser 
vice for socket appliances. In many communities, 
it is estimated that only 25 per cent of appliances 
that have been sold are in service. Unsatisfactory 
repair service or high cost of repairs are the contrib- 
uting causes. With the utility establishing service. 
wherein the only charge made is for the elements or 
materials furnished, labor gratis, the result is imme- 
diate action on the part of the consumer. The actual 
cost compared to the good-will of the consumer and 
the attendant use of additional electricity is negli- 
gible. The free service given should not be confined 
to appliances sold by the utility. It should be extend- 
ed also to devices sold by dealers. The opportunity 
to learn of devices that cause serious trouble, those 
that are without merit or are defective, and of learn- 
ing of dealers who do not give reasonable service or 
whose methods are questionable, is of unestimable 
value to the utility. 


Publicity—Advertising 


In marked contrast to the belief of earlier days 
that its internal and financial affairs did not concern 
the public, executives of central stations, directors 
and leading stockholders in consenting to its creation 
and continuance, indicate their belief in the power 
of advertising. When a-big emergency arises, where 
the public must be informed quickly, they turn with 
out hesitation to publicity. However, in some in 
stances, when the emergency has passed, the inclina- 
tion to stop expenses very naturally comes to the 
front. Continuous publicity, explaining the growth, 
stability, kinds of service, changes in rate schedules, 
comparisons of costs of electric service with sub- 
stitutes, business policies, etc., should be kept up. 
This advertising is of a general nature and should 
not be charged against the operating expenses of the 
commercial department. 

As far as new business work is concerned, both so- 
licitation and advertising are important. The most 
experienced salesman cannot go into a cold field and 
get as much business as an inexperienced salesman 
in a field that has been warmed up by advertising. 

The commercial department being the mouthpiece 
or publicity agent of the company should bear the 
initiative, create, announce and have full charge of 
the continuance of this feature. 


Appropriation ° 


Department stores of recognized standing do not 
plan to spend more than 2 per cent of the gross re- 
ceipts per year for advertising. Businesses that are 
building up must spend as high as 5 per cent. Mer- 
.chandisers of class and distinction spend 7 per cent. 
Dealers in appliances are in the latter class. How- 
ever, they are favored through the manufacturers’ 
advertising and the ratio is consequently less. 


Cost 


Expenditures for commercial purposes have been 
roundly discussed by utility executives. No definite 
ratio has been established. Conditions may war 
rant aggressive and expensive work. Capacities of 


additional generating equipment should be sold by 
intensive methods. Some companies are limited as 
to growth and expansion by local conditions ; in these 
instances a more conservative policy must be 
adopted 

However, there is a definite relation between new 
business costs and attendant revenue. Reports of 
well-managed and long-established companies show 
a ratio of increase in revenue to commercial depart- 
ment costs with some measure of consistency. Ex 
cepting special conditions, it may be stated that in 
general the increase in revenue should be about four 
times the cost of securing it. 

Assuming that operating expenses. taxes and fixed 
charges together amount to approximately 75 per 
cent of the earnings, the remaining 25 per cent may 
be spent in securing the business. 

This assertion demonstrates the general principle 
that a utility can afford to spend its prospective first 
year’s new business profits to secure the business. 
This appropriation includes compensation of the 
commercia! department for all effort devoted to ser- 
vice for existing customers. A division of the com- 
mercial department budget should be 60 to 65 per 
cent for salaries of the sales organization, the balance 
to be expended in various forms of advertising. 


Distribution of Time—Lighting and Power Divisions 


The various activities of these divisions can best 
be illustrated by an analysis of the time devoted to 
the various functions. Account numbers should be 
provided and the percentage of time of the divisions 
should be given. Electric classifications are illustrat- 
ed. Identical procedure could be used for gas: 

1. I. O.—Time devoted for engineering service to 
existing customers of electricity either for the pur- 
pose of effecting economies and improvements in ser- 
vice, such as power factor, motor testing, proper 
loading of motors or for eliminating trouble. 

2. E. S—Time spent in the department and other 
company meetings; time devoted to general studies 
and vacations 


3 Ek. N—Time devoted to solicitation of new 
business 
1. k. R—Time devoted to preparation of new 


rates and studies of costs of electric service in con- 
nection with new rates. 

5. E. B.—Time devoted to computation and adjust- 
ment of consumers’ bills, either in the 
consumers’ premises. 

e, 


offic e or on 


E. M.—Time devoted to miscellaneous service, 
N. IE. L. A., contractor-dealers, chamber of com- 
merce. charitable institutions and community ac- 
tivities. ; 

A similar tabulation made for all divisions wil! 
prove to the executives and directors the true func- 
tion of the department. Obviously the true value of 
the department cannot be solely judged by the finan- 
cial return. ; 





Successful Salesmen 
The successful salesman is the one who sells goods, 
not the one who constantly has to alibi himself as to 
why he didn’t get the order. And thinking it over 


there isn’t any other salesman than the successful one. 
He may be a “trier” but he isn’t a producer. 
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Business Is Good 
A group of sales managers, or commercial managers 
call them what you will—were approached the other 
day. The subject of conversation was sales. 
“How do you find business?’ asked one. His an 
swer came quickly from another. 


Is Ir Wise To Retreat ?—By J. E. BuLLArRD..... 1 “The first couple of months of this year business was 
terrible,” he declared, “but during the past two months 
ARGUMENTS TO USE 1N SELLING Gas RANGES..... 3 we have been doing a record business and, what is more, 


we have been making money on the sale of appliances. 
“On THE TRAIL OF THE HEAT Untts’”—By Cuas 
E. BLoop 5 


Why, I have in sight right now sales for over one thou- 
sand ranges during July, and that many, if not more, 
a a eS water heaters. And that isn’t going to be all of the 
Fg ee y business we do, by a long shot. We are going to have 

the greatest month ever in the history of the com- 

RELATION OF COMMERCIAL DEPARTMENT TO UTIL pany, and it’s going to be a real mark for us to shoot 
SUE WS. J. NGA ics keen snes wees 9 at. But August will come pretty near to it, if it does 

not beat it, and I’ve got some pretty good plans for 


EDITORIALS 11 business for the rest of the year.” 


: ,; Another sales manager echoed these sentiments in 
ArE You A Goop Business MAN—By FRANK Far- = 


wm: ............. 0. 2 13 almost the exact words, and the feeling among these 
men seemed to be that the sales are to be had for the 
Tuinxk It Over—By J. B. DILton ............. 14 __ live, progressive sales manager. 


Now, these men were not talking to hear themselves 
speak. They were not trying to make an impression, for 
it had been only a short time before that practically the 
same group had looked on the future through blue 
glasses, in which the utter ruination of the country was 
the least that could be expected. But there had come 
the change and this was the result. But it was the ut 


Pusric Uritities SECURITIES MARKET REport... 16 


NEWS OF THE Gas INDUSTRY 





terance of a third that showed the most marked change. 
QOuoth he: 


“Business is fine. It’s the best we have ever had and 


‘ 


it’s going to improve. I took a tumble to myself just 
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as IT was pulling in my horns and ready to hide away. 
[I was stopping all activities, laying off salesmen, can 
celed my advertising contract, and then an advertising 
salesman came in to see why, .And, believe me, when 
he finished talking to me T had seen the error 6f my 
ways. Now I’m getting my department together again 
and it’s going to be a corker. We're out to set records, 
and that is just what I am going to see that we do.” 
Can there be any doubt that business conditions have 
changed: We do not need to be told by any of the 
learned financiers that conditions are getting back to 
normal, if these men who are out on the firing line are 
to be believed. Business already is back to normal and 
is booming along. Don’t be one of those who start late 
We 


will admit that business in the past few months hasn’t 


and have to hustle to catch up to the procession. 


been as good as it might have been, but it is to-day 


The reason business wasn’t so good was because we 
weren't able to take advantage of the business that ex 
isted, but we can get sales organizations together and 
we can get our share of the business, and this is the 
time to do it. The JourNnat is helping lots of compa 
nies in framing policies in the sales departments by its 
Merchandising Issues, and we believe that you can be 
helped too. 


But you must evince the desire to be aided 


But, above all, get started. Fight for business and 


it will come to you. But FIGHT. 


A Reason Given 

What undoubtedly is one of the main reasons for the 
decrease in sales of gas appliances was advanced by a 
speaker during the recent meeting of the Empire State 
Gas and Electric Association Commercial Section. This 
speaker declared that gas companies when manufactur- 
ing and distributing costs advanced alarmingly during 
the past few vears at once stopped selling appliances. 
This step was taken, he asserted, in order that gas sales 
might be held down as low as possible. There was only 
one result: the sales force which had been builded up 
in the years previous was disbanded and these trained 


men are now in other fields or other lines of work. 


It cannot be doubted for one minute but that the 
speaker was absolutely right, but it is time that thi 
was overcome and that direct action was taken. The 
editor of the Amrerican Gas loukNac recently heard 
of one company that is seeking trained salesmen, its 


men having during the period of no sales and it 


being impossible to entice them back now. They state, 


to the JourNaAt’s informant, that they fear 


a repetition of conditions and they will not trifle with 


their futures 

There were hundreds of thousands of dollars invest 
ed in well-equipped, well-trained sales departments a 
short time ago. [In many cases this investment has been 
completely wiped out and it is going to take time to 
he new organization. 


build up It is to be hoped that 


| 
xhen this new force shall -have been organized it will 


be held together, for sales departments to-day are or 
ganized to help out in the annual net revenue and not 


as a drain on the other departments. There is much 


to be done by way of preliminary work, but it is to 
help out in just this work and to help make our indus 
try more prosperous that the 


\MERICAN GaAs JOURNAI 


has turned over this first issue of each month to the 


merchandising end of the gas business. And we are 
glad to say that this service has been appreciated by 
gas companies, as is evidenced by the splendid support 


that is being accorded the work of the JourNAI 


Is It Wise to Retreat 


(Continued from page 2 


Gasman Retreating 


While the gasman is retreating before the elec 
tric man it may all seem very well to all concerned. 
When the electric man, however, has gained a firm 
foothold in all the helds now occunied by the ras 


company then we may look to the decadence of 
electric lighting industry. An easy victory 
likely to lead to a quick defeat 


the 
is all too 


l‘or reasons such as these it matters not if the 
man 1s more interested in the f 
than he is in that of gas, he cannot afford not to put 
up a good fight to hold the gas business. The stiffer 
the competition the greater will be the selling effort, 
and the greater the selling effort the greater will be 
the volume of business done by public utilities. The 


Yas 


success of electricity 


gas and electric companies are not yet doing half 
the business that thev should be doing, or at least 
could be doing. There are still millions of people 
who are not using the service of 


either company 


for 
performing operations or doing work that could be 
performed or done by gas or electricitv. This is 


partly due to the fact that failure of the gas and th: 
electric companies to come into keen competition 
has in too manv cases resulted in flabby salesmanship 
No effort is made to go out and dig up business. All 
that is done is to satisfy the demands actually made 
on the companies . 


It is high time that the gasman began to stand his 


ground and that he let the people hear from him 
through the national publications, through the news 
papers and through well trained. well paid ind ex 
pert salesmen. It will not onlv pay the gasmen to 
do this but it will help along the whole public utilit 


business. 


Getting Your Winter Business Now 
(Concluded fron 


manager te know that 


had: s.) 
sales 
practically 


his winter campaign is 
secure. with a number of actual 
hand and the ground well prepared for others tl 
be collected during the f the fall 
sales manager who has a hundred or so of lar 


orders it 
lat Can 
rhe 


ge orders 


rst 


weeks of 


to his credit during July and August can look without 
worry upon the September and QOctober sales, well 
knowing that the increased sales of gas through light 


ing demand will help him over the early days of autumn 
and that the summer sales will swell the total sales at 
the end of the vear, whatever may be the outcome o/ 
the rest. 
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Are You a Good Business Man? 


How to Figure It Out with the Aid of a Questionnaire 


By FRANK FARRINGTON 


\While questionnaires are in fashion it will pay you 
to run through this one and see how many questions 
you answer. Show it to your fellow business 
men and see how high they can score: 

No order or system has been followed in arrang 
ing these twenty-five questions, but they are intend- 
ed to be representatives of the different phases of 
business knowledge that should be possessed by a 
good business man. Each 
answer counts four points 


Can 


correct mistakes against you? 


1, 


15. Have you increased your advertising and other 


business getting efforts since the business conditions 
have made it harder to induce the public to buy? 


li. What was your percentage of expense for 1920 ? 
17. Do you know what vour net profits for last 
year were? 
18. Did you personally save any money last year 
and put it away? 





in making up the rating 
of 100 which is secured by 
pertect replies to all. 
\Vhile most of the pub- 
] 


lished questionnaires of 
the day carry no answers, 
the answers to these 


viven in 
order that you may check 
yourself up and see what 


vour rating is 


J j 
questions will be 


The Questions 
l. Are you a member 
of any 
ed to the 


O¢ cupation 


association devot 
. business. 


1 
the 


you 


interests ot 
by which 
are supported ? 

2. How many business 
or trade 
you read 


>. Hlow 


1 : 
boo <S do 


p< riodicals do 
regularly ? 

business 
read each | 


many 
Vou 





There isn’t a question in this 
carefully compiled list that isn’t | 
of extreme importance. 
you will find it a dandy measuring 
rule for deciding on just how 
much you know of commercial 
Try it out; it will be 
well worth while.—Editor. 


19. Can you borrow 
7? | money at your bank whet 
you need it? 


20. \Who is your con- 
gressman ? 

21. How 
owe to-day 
| 22. Do add new 
equipment or adopt new 
methods as 
can afford to do so? 


much do you 


you 


fast as vou 


In fact, 


23. Do. vou at least 
| once each year get away 
| from vour own business 

and your home town and 


see what is doing in youl 
line elsewhe Fé. OF do ve 11 
keep your nose right o1 
the grindstone ? 

24. Do you devote any 
time, money t 
the betterment or = ad- 
vancement of the 

“\ ‘upation 
whi h you are 


effort Or 


indus- 

or CE 
¢ 1% 

engaged 


tt 
‘ 








year? 
t. Do vou 


copies of all 


Ike ep carbon 
mail orders and letters’ 
5. Do you discount all bills when money is avail 
able for the purpose? 
(. Did you ever read your fire 
clear through, fine print and all? 
+. Name four good methods of advertising 
ery salesman calling on you given 
to show what he can do to benefit vour business? 
9. Shou'd the 


insurance policy 


8 Ise a chance 


of cost of doing business 
be figured on the receipts of the business? 

10. Are you sure that all money received and 
money paid out in your business is properly acc 
ed for on your books? 

11. Have you a bookkeeping system that enables 
you to tel! any man on demand how rauch he 


you? 


percentage 


ount- 


12. Do vou belong to the local chamber of com- 
merce? 

13. Do you make it a rule to have your check in 
your creditor’s hands on or before the day the bill is 
, instead of a dav or more late? 

14. Do you correct a mistake in your own favor 
in a business deal as promptly and unfailingly as you 


due 


Sa. find what 


vou 


vou want when vou want 


in your place of business? 

Answers to the Questionnaire 
\s each of these answers counts four pr 
the 100 points which indicate perfection, in checking 
over your own answers you should make each reply 
with j according 


zero. one, two, three or four points, 


as 1€ 1S totally incorrect, partly correct or entire 
correct. here questions are answered with an ut 
qualified “ves” or “no,” your reply will, of course, 
be all wrong or all right In many instances yout 
judgment must be used in estimating the number of 
points scored 

\Vhere the answer is based on judgment you ma) 
not agree that our answer is the one best indicative 


of business ability in your case. If that happens to 
you are at liberty to adjust your own 


to fit your own judgment, bearing in mind that vou 


scori 


be true, 
cannot possibly defraud anvone but vourself by be- 
ing too lenient. 

This questionnaire 1s 
faction and information. 


simply for vour own satis 


fered for a 


No prizes are © 
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perfect score and you are not expected to send us 
vour answers 


The Answers 

1. Answer “yes” or “no.” “Yes” 
“No” scores zero. 

2. Score one point for each, up to four. 


scores four points; 





a 
A LS | 
A 
f || | th 
| 1 PM Soy brilyi 

















Mh, tj Vs tty NY, 
” A J 1) \ 









” LYND. 


How Many Can You Answer? 


3. Score one point for each, up to four. 
! Same as No. 1. 
as No. 1. 


Same as No. 1. 


>. Same 


7. Newspaper. circular letter, poster, window. 

8. Answer “None of them,” “A “The 
jority” or “All.” 

9. Yes, on gross sales or receipts. 

10. Same as No. 1. 


few,” ma 


Modify according to judgment. 

11. Score four points for “yes.” 

12. Same as No. 1. 

13. Same as No. 1. 

14. Same as No. 1. 

15. Same as No. 1. 

16. If you know, your answer scores perfect. 
are not sure, you should marke it zero. 

17. Same as No. 16. 

In. Same as No. 1. 

19. Same as No. 1. 

20. If you do not know score a zero. 

21. Score from one to four according to how much 
you know of your liabilities. 


If you 


22. Same as No. 1. 
23. Same as No. 1. 
24. Same as No. 1. 
25. Same as No. 1. 


“On the Trail of the Heat Unit”’ 
(Continued from page 6.) 


It is thus apparent that the loss would be 126 watts 
and 874 watts capacity could be used for useful heat- 
ing of water. The operating efficiency of the un- 
lagged tank would be 16 per cent and 87.4 per cent 
when lagged. 

Now just suppose gasmen who sell gas water 
heaters were to pay some attention to this important 
saving which comes from insulating a tank, would, 
it not be a great boom to us and increase our sales 
of water heaters? 

There are many and varied insulating jackets for 
water tanks and some come that are one-half inch 
thick and lace up, so it is only the matter of a little 
labor to install them. The top is allowed to project 
above the tank for one-half inch and the top is coated 
with asbestos cement. Any of the dealers in pipe 
coverings can supply these jackets; so let’s get some 
and get some great efficiency records and report to 
the Journal about gas water heater and the useful 
B.t.u. it contains. 





Think It Over ! 
By J. B. DILLON 


Mr. Frederick Laist, general manager of the 
Anaconda Copper Mining Company, delivered 
the commencement address at the Colorado 
School of Mines, 

Mr. Laist uttered some mighty wholesome 
advice and there are none of us past receiving 
such, therefore you are invited to the feast. 

“Your future depends on how well you ac- 
complish each and every task that may be 
given you, however insignificant and unimpor- 
tant it may, at the moment, seem to you. 

“Your advancement will depend on how well 
you get on with your associates and with the 
men who may be working under you. You 
must cultivate a spirit of fairness and a will- 
ingness to co-operate. You must treat the men 
who may be working under you with consid. 
eration and must recognize their fundamental 
rights. No matter how brilliant and able you 
may be, if you are a ‘crab’ and constantly fight- 
ing with your associates or subordinates you 
will get nowhere. ‘Big stick’ methods are out 
of date. 

“At the same time you cannot afford to al- 
low things to be ‘put over’ on you. Also, if 
when you reach a minor executive position 
you endeavor to build up your own depart 
ment at the expense of another department, 
you are not serving the best interests of the 
work as a whole and you will ultimately only 
injure yourself, 

“All managers realize that a certain amount 
of wholesome rivalry between departments is 
a fine thing. The rivalry must, however, be 
fair, and must at all times take into consid- 
eration the general good.” 
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Organize to Boost Industry 
A new infant organization has come into existence to 
promote and support the gas industry. The occasion 
was the gathering at luncheon of gas appliance manu- 


facturers, appliance agents, gas company representa 


tives and men of allied interests This event was pro 
moted by ¢he gasmen of San Francisco who arranged 
an organization party on Wednesday, June 15, 1921. 

San Francisco, like other communities, has long felt 
the need of a gas promotion or development league. An 
organization to be continuously in session promoting the 
interests of gas as well as maintaining the proper 
friendly relations between the various concerns that are 
a part of the gas industry. The lunch club that is now 
in a temporary state of organization is the type of ve- 
hicle that can best carry out this idea. The plan of 
sectional associations that hold but an annual meeting 
have their value. There is no denying this. As they 
function but once a vear their load factor is low These 
statewide or sectional associations serve their members 
and the industry well but along a rather different line 
than is proposed in the new organization. 

\s outlined at the gathering by the temporary chair 
man, R. FE. Fisher, manager of the commercia! depart 
ment of the Pacific Gas & Electric Company. this new 





Getting in the Local 
Campaign 


“Dollar Day” was observed by the retail 
merchants in Kansas City June 22, and was a 
great success. The stores were filled with 
buyers. The Kansas City Gas Company joined 
in the community advertising of the day, used 
its own space in the newspapers, and made 
attractive displays in its windows, and with 
posters on the inside of its “gas-saving” de- 
partment. The plan used to adapt the “dollar” 
idea to gas products was to make the first pay- 
ment on all its gas-saving appliances one dol- 
lar, and then stress the saving to be made. 
Illustrations given in its newspaper advertise- 
ment were as follows: 

Range—nickel and white enamel trim. first 
payment reduced from $9.50 to $1. You save 
$8.50. A year to pay the balance. 

Water heater—first payment reduced from 
$7 to $1. You save $6. A year to pay the 
balance 

Range—white and black enamel; first pay- 
ment reduced from $17.50 to $1. You save 
$16.50. A year to pay the balance. The adver- 
tising also suggested that while dollar day 
would enable the purchaser to save on the first 
payment, the new gas-saving appliance would 
enable him to save every day of the year as 
long as the appliance was in use. 

The “dollar day” campaign was made to fit 
in with the general selling campaign of the 
company, the slogan for which is “Order to- 
day—a year to pay.” 











unit will conform to the usual lines of lunch clubs. As 
such it will meet once a week and on such occasions 
there will be opportunity for general discussion of the 
questions that interest the men engaged in phases of the 
gas industry. By feasting and gessiping a mutual inter 
est and appreciation of each other’s problems will de 
velop. Good only can result from such a situation. On 
each occasion some subject, not necessarily gas or its 
allied interests, will be placed before the gathering by 
some qualified talker. In this way an educational pro- 
gram of value can be carried on. 

It is further the hope of the organizers that some defi 
nite constructive plans can be adopted for promoting 
and encouraging the use of gas. as well as creating an 
interest on the part of the public to look to gas for ser 
vice wherever fuel is required. The principle being to 
sell a desire for such service and then be prepared to 
help the builder, contractor or landlord to properly equip 
their buildings so that appliances can be installed con 
veniently and at the minimum cost. 

Nothing but value can come from zhe organization 
This was the expressed fact of all present who took oc 
casion to savy a word of greeting. R. J. Thompson of 
Welsbach fame started the words of praise. Henry 
Bostwick, manager of the local gas company offered 1 
few more for encouragement. Frank A. Leach, vice 
president of the Pacific Gas & Electric Company com 
mended the organizers and B. S. Pedersen and’ George 
Egleston supported the sediments expressed. A good 
start was made as forty-four interested gasmen were 
present. At the next meeting a permanent organization 
will be fermed and a name adopted with which to 
christen this the voungest of all gas organizations. 


Getting a Circular Read 


How to be sure that circulars sent out by a firm wil! 
be read by the recipient is the problem of a good many 
concerns, but it was solved very effectively by a large 
Cincinnati corporation. They prepared a circular set 
ting forth the advantages of the commodity they had 
to offer—we will 


quoted special prices for a limited time. 


suppose it was gas heaters—and 
This circular 
they sent in a sealed envelope to a large mailing list. 
The envelope gave the name of the firm and facsimile 
signature of the president, while in heavy type was 
printed “My personal check, payable to you, is enclosed 
herein.” Naturally every circular was opened. and 
therein was found a check for 10 cents payable to the 
bearer on demand. The letter explained that the check 
was payment for the time spent in glancing at the cir 
cular, and the letter also suggested that time would be 
saved by calling or telephoning to the firm for further 
information on the subject. “The interesting feature of 
very smal! 
percentage of the checks were cashed, most of the re 


this stunt,’ said the manager, “was that a 
cipients seeming to prefer to keep them as a curiosity 
The novelty of our method, however, caused them to 


must be 


while if we were willing to pay them actual cash for 
so doing. As a result of this letter we received so 
much additional business that the advertising expense 
of this campaign was very small indeed. 


read our circular, as they figured it worth 
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Public Utilities Securities Market 


Report 


Prices of Representative Gas Bonds . 


(Quotations furnished by The National City Company) 


—Market— 
June 30, 1921 
Company Issue Maturity Bid Asked 
American Lt. & Trac, Co....... Five Year 6s.......May 1, 1925 88 8834 
Brooklyn Union Gas Co........ First Consol. 5s....May 1, 1945 7714, 78% 
Columbia Gas & Elec. Co. ... cc. First 58....cccccce. Jan. 1, 1972 80 82 
Consol. Gas, Elec. Lt. & Pr. 

Co. of Baltimore........ First Ref. 7%s..... Dec. 1, 1945 9512 96” 
Consol. Gas, Elec. Lt. & Pr. Co.. General 4%s....... Feb. 14, 1935 72 73 
Consol. Gas Co. of New York...Sec. Conv. 7s ......Feb. 1, 1925 100'4 101 
Consol. Gas Co. of New York... One Year Sec. 8s... Dec. 1,1921 100 100%, 

New Amsterdam Gas Co...... First Consol. 5s....Jan. 1, 1948 61 63 
Denver Gas & Elec. Co.......... Gen. (now ist) 5s.. May 1, 1949 77 78 
Detroit City Gas Co. .cceccscce pa Ne WR ratie cee bias svete Jan 1, 1923 89 90 
Equitable Illum. Gas Lt. Co. of : 

Philadelphia ee AR ce ccerncks jan. 1, 1928 95 97 
Hudson County Gas Co......... NE Wate ccpnseces Nov 1, 1949 72 74 
Laclede Gas Light Co........... Ref. & Ext. &s..... \pr. 1, 1934 72 74 
Louisville Gas & Elec. Co....... First & Ref. 73..... June 1, 1923 94 95 
Michigan Light Co........scceee: First & Ref. 5s..... Mar 1, 1946 68 70 
Milwaukee Gas Light Co........ PE Bia cccenioess May 1, 1927 82 33 
Pacific Gas & Elec. Co....... vosteee, & Ref. Se..... Jan. 1, 1942 7614 77 
Pacific Gas & Elec. Co.......... Col. Tr. Conv. 7s... May 1, 1925 96% 97% 
Pacifie Gas & Elec. Co.......+.. First & Ref. %..... Dec. 1, 1940 98 99 

Cal. Gas & Elec. Corp......... Unif. & Ref. 5s.....Nov. 1, 1937 82 84 
Peoples’ Gas Lt. & Coke Co..... Refunding 5s.......Sept. 1, 1947 71% 73 

Chicago Gas Lt. & Coke Co... First 5s........... .July 1, 1937 744% 75% 
Portland Gas & Coke Co........ First & Ref. 5s..... Jan. 1, 1940 73% 75 
Seattle Lighting Co............. Refunding 5s....... Oct 1,1949 67 69 
Southern California Gas Co...... POE Civ vksdesccous Nov. 1, 1950 83 85 
United Gas Improvement Co....Two Year 8s.......Feb. 1, 1923 98 983% 
Utica Gas & Electric Co........ Ref. & Ext. 5s.....July 1, 1957 75 77 
Washington Gas Light Co.......General 5s.........Nov. 1, 1960 77 78 


Western States Gas & Elec. Co. 
of California .. 


Serer  - 


June 1, 1941 74 76 








Would Sell Preferred Stock 
The Southern Counties Gas Com 
pany of California, 
natural 
southern 


distributors of 
gas in fifty cities in five 

California counties. has 
made application to the California 
State Railroad Commission for au 
thority to issue and sell $1,250,000 
of its preferred capital stock at a 
price to yield not less than 95 per 
cent of its par value. 

This company serves gas in som 
of the richest territories surrounding 
the Los \ngeles section of the State 
including the famous ‘“‘sunkist” sec 
tion around Pomona and Santa Ar: 


and the seacoast districts of Long 
Beach. Los Angeles Harbor and 
Santa Monica Fay. Ten years ag 
this company started operations tn 1 
few small cities near Los Angeles, 
the total meters in operation at that 
time being less than 5,000. To-day 
close to 80,000 meters are in opera 
tion and serving a growing territory 


g 
of close to 400.000 souls 


Officials of this utiltv are: Ver 
dinand R. Bain, president and gen 
eral manager; Rufus C. Dawes, vice 
president; Charles H. 
president; A. S. 
ident; T. 


Dickey, vice 
Bradford, vice pres 
H. Dudley, treasurer; Wal 


ter S. McFarland, secretary; M. R. 
Thompson, engineer; Frank 5S. 
Wade, superintendent of operation, 
and LeRoy M. Edwards, counsel. 


Would Sell Gold Bonds 


The Los Angeles Gas & [Electri 
Corpe ration, distribute rs ot so) 
B.t.u. mixed gas in Los Angeles, 


Pasadena and contiguous territory 
and communities, has applied to the 
California State 


sion for an order authorizing the 1s 


Railroad Commis 
suance and sale under its general and 
refunding 


mortgage of S$2.590.000 
par value of its 


series B general and 


refunding mortgage gold bonds 

The company asks for permission 
to sell these bonds at not less than 
93 and accrued interest to reimburse 
its treasury for monevs expended for 


capital purposes 


Wants te Purchase Another 
Company 

The application of the Southern 
California Gas Company, of Los 
Angeles, to acquire the business and 
franchises of the Gas 
Company, in the cities of Redlands, 
Colton and San Pernardino, in San 
Bernardino County and in the city 
of Corona, Riverside County, was 
taken under submission recently by 
Commissioner Loveland of the Cal- 
ifornia Railroad Commission. 

The Southern California Company 
asks authorization te issue $365,000 
of its 7 per cent first refunding gold 
bonds in part payment for the gas 
systems sought to be acquired. 


Citrus Belt 


Can Sell Bonds 


The Southern Counties Gas Com 
pany of California is authorized to 
use $196,900 of the $501,713.60 
first mortgage secure the 
payment of $150,000 of Series D 
collateral! trust 8 per cent gold bonds 
due Dec. 1, 1930 
authorized to issue and sell at no 
less than 95 per cent of its face val 
ue, $150,000 of 


bonds to 


TY . ° 
ne company 1s 


Series |!) ten-vea 


collateral trust & per cent bonds 
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Commercial Men of New York State 
Companies Hold Meeting 


Cooperstown, N. Y.—-The | firs: 
meeting of the commercial section of 
the Empire State Gas and Electric 
Association which held here 
proved an unqualified success and 
encouraged the association to such 
an extent that it is probable that 
other sessions will follow. The at 
tendance was quite large and there 
was a great deal of 


Was 


enthusiasm 
shown. 

Practically large company 
in New York State was represented 


every 


as well as numerous small ones and 
although it limit 
the discussion of the various papers 
many splendid ideas were advanced 
and the meeting thoroughly 
itself. 

Every paper that was presented 
was straight to the point and showed 
that the subject had been carefully 
prepared 

A feature that particularly wil! 
appeal to gas companies was the dis 
cussion regarding the terms “con- 
sumer” and “customer.” It was 
pointed out that the use of the latter 
word was a long step in building 
good-will and closer relationship. It 
was shown that the word customer is 
used in every other line of business 
but that consumer had been applied 
so long to public utilities that it 
would be a hard task to make the 
change. But many decided that +t 
was worth the effort and following 
the sessions it was discussed freely 
by gasmen, with many stating that 
they would adopt it in the future. 

Another point that was brought up 
was the title that should be given to 
representatives of the commercial or 
sales department. It was said tha: 
some companies call these men “so 
licitors” while others give them their 
rightful titles of 
one speaker : 

“These men who represent us and 
the companies to the general public 
are salesmen in 
word. 


Was necessary to 


1ustified 


aid 
sald 


“Salesmen.”’ 


sense of thx 


They consummate deals, noi 


e\ ery 


only solicit business, and I feel thai 
they should be allowed to have ful! 
credit. They should be called sales 
men.” 

\nother point that aroused greai 
interest was the question of remu 
neration for the salesmen. It 
felt that good salesmen should be 
placed in a earn 1 
salaries or commissions and the prac 
tices of many companies were dis 


Vas 


position to 


oO 
POO*t 


cussed. One of the speake rs declared 
that man 
at least $250 per month he was not 


unless a was able to earn 
worth while to the company, as the 
amount of business produced did not 
warrant keeping him on a territory. 
The most method of 
payment, according to the consensus 


satistact TV 


of opinion, was by drawing account 
to apply against commissions. 
commissions were due at the end of 
each month if the appliances had 
been delivered during that month. 
The question of collection on de 
ferred payment accounts did not in 
fluence the salesman and they should 
not be forced to stand any loss pro 
vided the order had been accepted 
by the credit department. 


These 


New Holder Being Erected 


Neenah, Wis.—The erection work 
is going on rapidly on the new 200 
000 cu. ft. capacity gas holder, which 
is being built here by the Western 
Gas Construction Company of Fort 


Wayne. 


Case Is 


Hearing in Rate 
Postponed 


The hearing of the Santa Maria 
Gas,& Power Company's petition fo 
an increase of 25 per cent in its gas 
rates was commenced in the morn 
me session of Mav 31 last but w: 

postponed until late in June bv the 
California Railrood Commission 


with the understanding that the com 


















mission would return in June to give 
a continued hearing after 
company had gathered new figure 
to meet questions raised by objecting 
gas consumers and the legal 
sentatives of Luis Ol} 
Santa Maria. 


Almost 


the gas 


repre 
San bispo and 


immediately after the 


hearing of May 31 C. B. Priesker, 
acting as city attorney for Santa 
Maria and as county supervisor, 
asked that a division for rate pur 


poses be made between Santa Maria 
and San Luis Obispo at the river. 
The Woman's Club of Orents made 
a similar request. Argument turned 
along this line, due to the 
of Santa Maria residents 
the same price at the source for gas 


objection 


to paving 


as is charged in San Luis Obispo at 
the end of a long pipe line. The gas 
company had no 
In connection 


hgures to present 


such a division 


with 
and the rehearing of the case went 


over. 


Third Decrease in Rates 


Gas rates in En 

reduced 10 cents per 
effective this month, 
according to an announcement made 
by Carl Wyckorf, manager of the 
Emporia Gas Company, at a meet- 
ing of the chamber of commerce di 
rectors in the Newman Tea Room 
The reduction became effective June 
15 and will apply on bills paid Au 


Emporia, Kan 
poria will be 


thousand feet, 


gust 1. Reduction in coal and oil 
made possible the reduction, Mr 


Wrvyekoff said. 

“When we received our rates in 
crease last winter we received a new 
rate based upon the cost of 
ing gas at that time,” Mr. 


produce 


\\ \ cle fF 


told the chamber of commerce di 
rectors. “Since then costs have re 
duced slowly, and we have at all 


times passed these reductions 
to the public, this being the third vol 
untary reduction that we have mace 
in seven months 
will 
business. 


alone 


Further reductions 
have to 7 


come trom 1 creased 
The future price of gas 
will depend absolutely 


sumers, It 


upon con 
iS pt ctically un to ther 


{ 
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“The cost of producing gas de- 
creases materially with the increase 
in volume made. We are selling just 
about one-half the gas in Emporia 
that should be sold in a town of its 
size. This condition always has ex- 
isted here, and I do not wish you to 
get the impression that this is a tem- 
porary condition, for it is not. Up 
until one year ago you could not de- 
pend upon gas. These conditions 
have changed and the city is enjoy- 
ing first class gas service. 

“T will appear before the city com- 
missioners for ratification of my ac- 
tion at their regular meeting. 

“This reduction will be made in 
the form of a discount. We will 
eliminate the penalty added to bills 
remaining unpaid the tenth of the 
month. Instead we will bill all bills 
at a gross amount, which is the same 
as the present rates, and will allow 
a discount of 10 cents per thousand 
for all accounts paid on or before 
the tenth. The present rate will re 
main a basic rate and all further re 
ductions will be in the form of in- 
creased discounts. For instance, we 
will now allow a discount of 10 cents 
per thousand and should we later be 
able to reduce our rates another 1 
cents per thousand we will increase 
this discount to 20 cents. 

“On the other hand should condi- 
tions arise that made it necessary, we 
would, of course, have to decrease 
this discount. 

“We are no more able to antici 
pate conditions a long time ahead 
any more than any other business. 
We want to sell gas as cheap as is 
possible and still maintain our com 
pany and service, but we must be 
protected as to the future. 

“The minimum bill will be reduced 
from $2 to $1.50. Should the dis- 
count on any bill not paid on or be- 
fore the tenth of the month not equal 
25 cents we will add enough to it to 
make that amount.” 





Protest Increased Gas Rate 

New Orleans, La——Believing the 
increase of 15 cents in gas rates for 
New Orleans unwarranted in view 
of falling commodity prices, the 
Young Men’s Business Club has 
adopted resolutions condemning 
action of the New Orleans Gas 
Light Company and has offered its 
co-operation both to the city coun- 
cil and to the gas company in 
bringing about a fair solution of 
the utilities question. 

The resolutions asserted that the 
gas company had made no show- 


ing that the increased rates were 
necessary and that the increase 
would have a detrimental effect on 
new building. 

[t was expressed as the opinion 
of the club that if the gas company 
needs additional funds to extend its 
facilities they can be obtained with- 
out “adding further burdens to the 
heavily charged public.” 

The Rev. William Reese, chap- 
lain of the American Federation of 
Labor, reported that dissatisfaction 
is being expressed by laboring men 
over the increase and the cutting 
off of new electrical connections. 

The Sixteenth Ward Civic 
League has appointed a committee 
to investigate the gas situation and 
make recommendations for action. 

A. L. Kempster, general mana- 
ger of the gas company, put in an 
order for the new gas manufactur- 
ing equipment, which is expected 
to increase the capacity of the gas 
plant 25 per cent. The equipment, 
he said, would be installed in time 
to take care of the increased de- 
mand for gas next winter. 

The commission council ‘prob- 
ably will decide on a definite plan 
of action on the utilities problem 
shortly. It is expected that steps 
will be taken at the next council 
meeting to obtain legal and engi- 
neering assistance for the city in 
the court fight with the utilities in- 
terests that appears imminent. 





Free Carfare, Light, Gas, Is 
City’s Vision 

Fort Worth, Texas.—Is_ Fort 
Smith to become the richest city in 
the world? This question is causing 
Mayor Cockrell, chief executive of 
the once-famous “cow town” more 
waking hours than any of the new 
and complex problems confronting 
the present administration. 

Mr. Cockrell is a former minister 
and former law professor and while 
not a dreamer, sees visions of him- 
self at the head of a government 
different from any other in the 
world, because it may be enabled to 
give its citizens more privileges and 
more concessions than any other city 
or town in the universe. 

Already citizens are seeing the 
possibility of free water, free gas, 
free municipal car lines, taxes re- 
duced to the minimum, a new city 
hall, paving for every street, im- 
proved parks and a thousand and 
one other features. 

All because Fort Smith has inher- 


ited 30,000 acres of oil land. The 
land comes to the city as settlement 
of a lawsuit for the recovery of some 
equity which the city had in a Fort 
Worth bank that failed a few years 
ago. The case has been dragging 
along for three years and was set- 
tled by awarding the city 30,000 
acres in Crane County, west Texas. 

Since the land was awarded to the 
city geologists surveyed Crane and 
Ector Counties, finding signs of oil. 
As a result of their investigations 
and reports two companies have 
started wells in Crane County, one 
a California concern, and the other 
a company backed by Chicago 
talists. The city land is but a 
distance from these tests. 

In spite of the element of myth 
and romance that enters into it, it 
is highly probable Fort Smith mav 
find itself suddenly in possession of 
land worth millions, for if a gusher 
is brought in Mayor Cockrell’s 
dream becomes a reality as one- 
eighth royalty from 30,000 acres of 
developed oil land would amount to 
millions vearly. 

The income would easily enable 
the city to reduce its taxes, pave its 
streets, build a new city hall; a car 
line to Lake Worth and give gas and 
electricity to its citizens free. 

The development in Crane County 
during the next month will be closely 
watched by citizens of Fort Worth 
as well as people on the outside. 


capi- 
short 


- Gas Meters Put on Assessment 


Roll 


Kingston, N. Y.—The common 
council Tuesday night decided to 
“get even” with the Kingston Gas 
& Electric Company, which has 
been allowed by the public service 
commission to collect from gas 
users of the city a service charge 
of 50 cents a month for rent of me- 
ters. It directed City Assessor 
Block to place the gas meters of 
the company on the assessment 
roll for taxation. 

There are 5,000 meters in King- 
ston and the aldermen are taking 
the method of getting increased tax 
revenue from the gas company put 
in force in Westchester County re- 
cently by the board of assessors. 

Alderman W. B. Martin, who in- 
troduced the resolution, also direct- 
ed the city assessor to assess the 
gas company property at the valu- 
ation placed on it by the company 
where it applied to the public serv- 
ice commission for permission to 
increase its rates. 
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Makes Plea for Higher Rates 

Kendallville, Ind.—A hearing was 
held in Auburn at the court house on 
the petition of the Indiana Fuel & 
Light Company for an increase of 
gas rates in Auburn, Garrett and 


Kendallville. 
Van Auken. 
With a number of officials of the 
Indiana Fuel & Light Company and 
representatives of Auburn, Garrett 
and Kendallville present, the hearing 
opened a little after 10 o’clock before 
Commissioner Van Auken. 

A. H. Ryall, attorney for the com- 
pany from Escanaba, Mich., con- 
ducted the company’s side of the 
hearing. 

C. M. Brown and B. O. Fink rep 
resented the Auburn Commercial 
Club and the city of Auburn was 
represented by Attorney Willis 
Rhoads, Clerk Glenn Potter and 
Mayor Eli Walker, while from Gar 
rett J. D. Brinkerhoff citv attorney, 
and from Kendallville Mayor U. C. 
Brouse was present. Mayor George 
Schulthess, newly elected mayor of 
(jarrett, was also in attendance. 

The hearing opened with a state- 
ment from A. H. Ryall as to the 
reason why the company felt an in- 
crease in the rates necessary. He 
claimed that in the past the company 
had taken the appraisal of the In- 
diana Public Service Commission as 
a basis for the company’s rates de- 
spite the fact that it was lower than 
the company’s appraisal but that its 
last increase, granted last July was 
insufficient to produce a revenue that 
would pay the company a dividend. 

He pointed out that the increase 
was based on coal costing $6.98 laid 
down at Auburn Junction when in 
reality it costs $7.50 and more. 

The result has heen, he stated. that 
the companv is some $35,990 in debt, 
cannot pav the interest on outstand- 
ing bonds. 

\t the present time he stated that 
there are some 3,000 consumers in 
the three cities, there is no complaint 
of service and that the service has 
been good for more than a year. 

J. D. Brinkerhoff of Garrett con- 
ducted the cross examination and 
questions for the three cities, asking 
whether or not it wasn’t a fact that 
many people had put in oil stoves be 
cause of the high price of gas. 

It was brought out that some 
have had the gas taken out in 
past two or three years. 

He showed a comparison of the 
gas rates in the State to show that the 
rates in Auburn, Garrett and Ken- 
dallville were high. Indianapolis has 


Commissioner Glenn 


200 
the 


a rate of 90 cents for the first 10,000 
ft., another city $1.45, etc., while the 
rate here is $2.10 with a 10 per cent 
discount. 

Attorney C. M. Brown said that 
the labor cost had been cut 25 per 
cent, the amount of labor 15 or 29 
per cent, the coal cost reduced a cer- 
tain per cent, so that the cost of the 
gas should not be as high at the 
present time as it was when the last 
raise was granted. 


Tri-City Gas Co. Is Granted 
Increase 

Oklahoma City, Okla—The Tri- 

City Gas Company, at Chelsea, has 

been granted permission by the 

corporation commission to pay 20 

cents a thousand cubic feet for its 


gas, to meet a demand from the 
producing company for this in- 


creased price. 
cents 

In order to meet this increased 
cost of gas the company was com- 
pelled to ask permission to increase 
gas rates to consumers, and the 
commission has granted a tempo- 
rary increase to 50 cents net to do- 
mestic consumers until the com- 
mission can complete an investiga- 
tion of the situation. ~The commis- 
sion submitted figures to show that 
at 50 cents the net revenues of the 
company, based on amount of busi- 
ness done in 1920, would be only 
$1,308 for one vear. The company 
also submitted figures that the loss 
for 1920 through leakage 
was 26 per cent of the total amount 
purchased 


It formerly paid 14 


oft gas 


Gas Company Wants Rate 
Hearing 

Glens Falls, N. Y.—The 
Falls Gas & Electric Light Company 
has applied to the Public 
Commission for a rehearing in the 
matter of rates in Glens Falls 
and vicinity villages, claiming that 
the reduction recently made by the 
commission is excessive. The com 
pany maintains that it should be al 
lowed 17 cents more per thousand 
feet than was allowed bv com 
mission, which fixes the rate at $2.15 
with a 10-cent discount. 

It is claimed by the company that 
under the law it is allowed 8 per cent 
on its capital invested and that the 
commission failed to take into con- 
sideration the large amount of cap- 
ital recently invested in installing 


(jlens 
Service 


gas 


( 


the 


what is known as the water set for 
producing gas, with the result that 1 
sufficient price has not been allowed 





to permit the company to make 
proper remuneration for its stock- 
holders. 


Notice was served on the munici- 
palities, but the Public Service Com- 
mission has not set a date for a hear- 
ing or indicated what position it will 
take. 


Construction Notes 

Rocky Mount, N. C.—The Mu- 
nicipal Gas Plant at this city has put 
in service the new 8.6 water gas set 
recently built here. 

In the same contract were includ- 
ed two large steel purifier boxes, to- 
gether with changes to the relief 
holder piping, new exhauster, and 
water tube condenser. 

Sheboygan, Wis.—The Sheboygan 
Gas Light Company has again put 
into service the 70,000 cu. ft. gas 
holder, on which repairs were re- 
cently made. 

New York City.—The Air Reduc- 
tion Company of New York City has 
had fabricated for them a gas hold 
er to be erected at a point near Pitts- 
burgh. 

Fort Atkinson. Wis.—Fort Atkin 
son Gas Company has put into ser 
vice the new puriners and tar extrac- 
tor which they recently installed. 

Mr. Pleasant, Iowa.—Quite con 
siderable repairs have been made to 
the storage holder of the Mt. Pleas- 
ant Light Company, and the 
holder is now back in'service. 

This work was done by the West 
ern Gas Construction Company of 
Fort Wayne, Ind. 


Gas 


Springfield Gas Co. 
Reduce Rates 


Springfield, Wass.- 


Must 


Holding that 
while conditions cannot yet be con 
sidered stable a reduction is never 
theless justifiable, the public. utili 
ties department has ordered a re- 
ductien of 10 cents per cubic foot 
in price of gas by the Springfield 


1 
] 


Gas Light Company, effective on 
the Ist of July. This brings the 
price to $1.55 except in two outly- 


ing territories served by the com- 
pany. Commissioner FE. E. Stone 
favored a reduction to $1.30. The 
company was allowed to advance 
its price 30 cents nearly a year ago 
to continue for ten months. 


a Dividend 


The Union Natural Gas Corpora 
tion has declared regular quarterly 
dividends of 2% per cent, payable 
July 15 to stock of record Tune 30. 
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Would Put in Service Charge 

Columbus, Ind,.—A 
charge will be put in effect by the 
Columbus Gas Company if a plan 
proposed by Hl. M. Eaton, of De- 
troit, treasurer and general mana- 
ger of the firm that owns the Co- 
tumbus plant, is adopted. 

At the hearing on the petition 
for an increase in gas rates for the 
local company which was heard by 
Robert D. Armstrong, a represent- 
ative of the Public Service Com- 
mission of Indiana, it was proposed 
that a service charge of 75 cents 
ver month per meter be assessed 
against the users of gas in Colum- 
bus and East Columbus. This serv- 
ice charge would be assessed in ad- 
dition to the amount of con- 
sumed, the latter to be paid for at 
a certain given rate. 

During the past four years the 
Columbus Gas Company has been 
operating at a according to 
testimony introduced at the hear- 
ing. Mr. Eaton, in testifying, de- 
clared that during this period the 
company had lost $14,929.63 

It was brought out before the 
representative of the public service 
commission on 


service 


gas 


loss, 


cross-examination 


that S387.50 is spent each month 
for the management of the local 
plant. This is an unusually large 


amount to be expended in the man- 
agement of a company of this size, 
Charles O. Edwards. of Indianapo- 
lis, a utilities expert, who assisted 
ity Attorney Albert W. Phillips 
in fighting the proposed 
pointed out to the 
of the commission. 
It was also shown that the coal 
used by the company costs 
$7.26 per ton delivered at the local 
plant. ‘The company has a con- 
tract for coal at M4 per ton, while 
the same grade which is used by 
the city between and 
32.25 per ton, it was pointed out. 
Mr. Eaton occupied the stand 
during the greater part of the hear- 
ing. No decision will be made un 
til the entire 
by all the 


comm 


raise, 
representative 


gas 


costs $1.75 


matter is considered 
members of the public 
service ssion. 


Another Municipal Plant Is 


Losing 
It is reported that the municipally 
owned plant at Tronwood, Mich., is 
losing money at $2 per 1.000 at the 
rate of $1,000 a month. A commit 
tee has been appointed by the mavor 
to conduct an investigation to plan 
means of increasing revenues with 

out increasing the rate 


Cleveland Gas Rate Offer, 50 
to 75 Cents 


Cleveland, Ohio.—A natural gas 
rate ranging from 50 cents per 1,000 
ft. to a maximum of 75 cents per 
1,000 ft. for all over 20,000 ft. used 
was offered Cleveland by Martin B 
Daly, president of the East Ohio 
(gas Company. The rates also would 
carry a service charge of $1.50 a 
month. 

Daly’s offer is the lowest rate the 
company has yet proposed in its deal 
ings with city officials in the fight to 
obtain a new franchise. 

Mayor W. S. Fitzgerald said the 
city would stand by the demand for 
35-cent gas, the rate in the old fran 
chise, which has expired. 

A peaceful settlement of the gas 
controversy between Cleveland and 
the East Ohio Company ap- 
peared this past week to be nearet 
than at any time since the city took 
the fight into the courts, following a 
conference between the council prth 
lic utility committee and Judge \W. |: 
Duncan, who is hearing the court 
suit. 

The 
with 
nance. 


(7as 


committee met to discuss 
Duncan the amended 

He had ruled that the 35 
cent rate ordinance the city seeks 
to enforce could not go into efiect 
unless certain provisions as to pres 
sure and extensions were stricken 
out. This was agreed on at a re- 
cent meeting. 

Duncan then suggested that the 
council! members discuss 
amended ordinance with represent- 
atives of the company, after which, 
he said, representatives of both 
might meet with him in a 
effort to reach a settlement. 
lhe committee agreed to consider 
his suggestion, and will probably 
approve it. 

\ threat to 
“oentlemen’s 


ordi 


the 


sides 
final 


withdraw from the 
agreement” that is 
binding Cleveland and the suburbs 
in their court fight for lower rates 
made by Lakewood council- 
men, who declared that if an ami- 


Was 


cable settlement of the affair did 
not appear much closer by their 
next meeting they would frame 


their own franchise with the com- 
pany, irrespective of Cleveland’s 
action. 

This latest conference, with the 
vrobable conference which will re- 
sult later between city and com- 
pany representatives, is believed to 
have been of a nature that will 
placate the lakewood  counci! 
members 


Project Gas Pipe Line from 
Houston to St. Louis 


Houston, Tex.—Articles of 


agreement which are declared to 
constitute the first step toward one 
of the biggest gas marketing prop- 
ositions the country has seen in 
several have been filed for 
record at Shreveport by the Union 
Power Company and the Fidelity 
Trust Company at Houston, ac 
cording to advices here. 


vears 


The pipe-line project embraces a 
pipe line from the Shreveport sec- 
tion to St. Louis, probably by the 
way of Memphis and to Heuston, 
giving these sections a large sup- 
ply of gas 

The natural gas deposits covered 
by the agreement are estimated at 
two trillion five hundred billion 
cubic feet, and at prices now pre 
vailing at the wells 1s valued at two 
hundred and fifty million dollars 
The tield lies in northern Lot 
and southern Arkansas 


lsiana 


Wants Detailed Report 
Md—Wide diver 


opinion as to 


Valtimore, 
gence of reserve 
funds for oil, for hailstorms and 


other optional reserves 


} 


developed 
at the hearing of the Consolidated 
Gas & Electric Company's petition 
to the public commission 
for a raise of 25 cents a thousand 
rates. Charles Markell, at- 
for the company, insisted 
that the system of making entries 


service 


on gas 


torney 


was in accord with the rulings of 
the commission on previous cases 
\W. M. Maloy, chairman of the 


commission, explained that there 
was no evidence of moral turpitude, 
but reports have concealed 
many items which he thinks ought 
to be clear on the surface 


the 


“You need some orthodox sys 
tem,” said Mr. Maloy. 
“It is as hard to say what is or- 


thodox in accounting as it is in re- 


ligion,” replied Mr. Markell. 
“The gas company ought to bi 

like Caesar's wife,” said Ezra B 

Whitman, another commissioner. 
Mr. Markell admitted that the 


company should report its business 
so that all items will be “beyond 
suspicion,” like Caesar’s wiie. 

Mr. Markell complained that th: 
opposition is trying to put an un- 
pleasant inference upon the con 
pany s report. 

J. Frank Harper, commission: 
obiected to the way the 


pre yAts 
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from merchandise and profits on 
the building were entered. 

In concluding the argument Mr. 
Maloy said: “There is one thing 
that stands out. While we do not 
manage the company or operate it, 
we do have power to prescribe the 
method of accounts and it is un- 
lawful to keep them any other way. 
You have said over and over again 
Mra Markell. that ‘it does not mat- 
ter,” but it does matter.” 

Mr. Markell argued that some 
points are only “academic,” but 
\ir. Hlarper insisted that many are 
practical. : 

Linwood I[.. Clark, attorney for 
the New Annex League and the 
Federation of Labor, said that no 
other corporation in Maryland has 
departed so far from uniformity as 
the gas company. 

Prior to the continuation of the 
gas case before the public service 
commission the hope was expressed 
at the commission’s offices that the 
hearings might be concluded with 
ina short time. No surprise would 
be occasioned, however, should the 
hearings drag along. 

[he hearings in the present case 
are on the petition of the gas 


electric ci mpany 


and 
vy to establish an 
emergency rate; they are, of course 
entirely distinct from the case 
which will come up probably next 


November, and which involves the 


pplication of the company for a 
net primary gas rate of $1.15, with 
in adequate increase in the sec 
ondary rate. 

The present case, being an emer 
gency one, has confronted the utili- 


board with 
namely, 
much evidence 
yument are 
vency hearing and to what extent 
such a hearing partakes of the na- 
ture of a “regular” rate case. 
Another problem which _ the 
members of the commission are 


ring over in their } 


ties a peculiar prob- 
to decide just how 
and how much ar- 
essential to an emer- 


lem, 


minds is this: 
To what extent an 
t'tion being 
he earnings of the 


emereency pe 


in question—should 
company from 
as ande 


its entire business, ¢ lectric, 





he taken into consideration, and to 
what extent should the earnings, o1 
lack of earnings, of the gas business 
alone be taken into consideratiot 
l TI ( hin ) ( ak lusion 
vhether or not the « pany is en 
1 to t] eT ¢ Oe T1( r lhe 
pray 1? 
It s oO 1 out that the ru! 

eems 2) € bee est lished 


the various branches of the publi 


utility should each stand on its own 
feet, so to spe ak, but the question 
is whether this rule should be rig 
orously applied in an emergency 

It has been brought out dur 
the hearings that the gas and 
clectric company’s earnings from 


about 6! 2 


ing 


its entire business 
per cent. 


are 


Operating Expenses Only in 
Rate Case 

Harrisburg. Pa.—In a dissenting 
opinion to the order recently issued 
by the Public Service Commission in 
the cases of the cities of Erie, and 
Corry and the borough of Warren, 
against rates of the Pennsylvania 
Gas Company, Commissioner John 
S. Rilling holds that the gas leases 
and the holdings should not be in 
cluded in establishing a rate base, 
but should be covered by a yearly al- 
lowance of operating expenses. He 
that such a procedure would 
not materially alter the 50 cent per 
1,000 cu. ft. rate which the commis 
sion allowed in the 


says 


case 
Commissioner Rilling attacks the 
aluation of $5,500,000 placed on gas 
i order. 
s that gas holdings are a nat 


holdings by the commission 


He Say 
ural resource and not 
ful fac ilities as 
tas 99 1 


law ne Savs 


“used or use 
contemplated by 
that gas holding 
included in the rate 


“their character an: 


should not be 
base because 
is indefinite, uncertain and in 


ascertainable 


extent 


‘To adopt the policy of 
mission,” Mr. Rilling 
to the conclusion that the greater the 
find by the utility of gas holdings, i 

respective of how great or small the 
cost of the utilitv the greater the rate 
and vy the 
the return to the company.” 
that if such is 


4 7 
stowal D\ 


savs, 


r 
I 


base consequently greater 
He Says 
the case, “then be 

out of its bountiful 


storehouses of so valuable a resource 


nature 


as natural gas, in a large measure 
results in a burden instead of a 


blessing to the public 5a 
Rilling 


that the rates should allow the com 


Commiussioner contend 


pany a tair return on the cost of the 


' 1.1° rey 1 
present was holdings These tne 
| ~ 
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Titusville in Fight 

Pitusville, Pa—The city counct! 
has voted to commission Mayo 
reorge A. Marthaler and City So 
icitor Arthur R. Thompson to us¢ 
their best judgment in handling the 
interests of the citizens of ‘litus- 
ville with relation to the adjust 
ment of the controversy over the 
rates charged by the United Natu- 
ral Gas Company. A conference of 
the mayors, burgesses and city so 
licitors of the cities and boroughs 
in the territory served by the 
United Natural Company wil! 
be held in Bradford on Friday of 
this week, at which plans will be 
discussed for concerted action be 
fore the public service commission 
regarding the increase in rates put 
into effect by the gas company last 
November. 

It will be recalled that when the 
cities and boroughs made their pro- 
test against the increased rate last 
December it was decided to await 
the action of the public service 
commission in a similar protest 
made by I°rie 
and Warren against the Pennsyl 
vania Gas Company. This decision 
was given about June 1 and fixed 
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Seek Data on Depreciation 


Washington. I). ¢ Opinions of 
public utilities officials on a sys 
tematic basis for figuring deprecia- 


tion of prope rtv were sought by 
the commissioners when 


tions were heard from representa- 


sugges- 


tives of the Capitol Traction | 
Washington Railway & Elec 
tric Company, Potomac Electric 


Power Company, Washington Gas 


om 


Dany. 


Light Company, Chesapeake & Po 
tomac Telephone Company and the 
("nion Transfer Company 

No decision was reached hy the 
commissioners. but they wil 


later whether the problem will be 
andled at one public hearing or at 
series f hearings, each one de 
voted to a single industr: 


No More Coal Gas Plants in 


California 
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Offered Ordinance in U. G. I. 
Case 

Philadelphia, Pa.—Samuel T. Bo- 
dine’s ordinance to provide tempo- 
rary relief for the United Gas im 
provement Company was not pre 
sented in city council and may not 
be discussed at the next session of 
the councilmanic committee on pub- 
lic utilities, which is considering the 
problem. 

Mr. Bodine submitted the ordi- 
nance to Richard Weglein, president 
of council, as a suggested means of 
solving the problem and fixing a 
basis for an amended lease of the 
city’s gas works to the company. But 
Mr. Weglein left city hall almost im- 
mediately after council met to at 
tend a session of the bridge commis- 
sion, and the ordinance got no 
further than his desk. It was indi- 
cated that Mr. Bodine had made no 
request for the introduction of the 
bill. 

Evidence that there is considerable 
sentiment in council against the Bo- 
dine plan for temporary relief by 
exempting the companv from the 
next few million dollar quarterly 
payments to the city as rental for its 
plant, developed in several other an- 
gles in council. 

William W. Roper, administration 
member from Germantown, who has 
a resolution before the utilities com- 
mittee. which apparently is unloved 
declared that “any temporary tinker 
ing with the gas situation would be 
suicidal.” 

Roper’s plan is to immediately in 
struct the city solicitor and the Gas 
Commnission to prepare a lease em 
bodying the recommendations made 
in the Gas Commission’s report and 
submit it to council as something 
definite that can be accepted, rerected 
or amended 

One of the unusual developments 
brought to light the fact that in sub 
us proposed ordinance to 
President Weglein Mr. Bodine had 
also filed a financial statement show 
ing that the company had suffered 
a loss of $808,220.28 in actual money 
in operating the gas works during 
January, February. March and April 
of this vear. Counting the amount 
required for amortization and divi- 
dends and interest on the stock and 
bonds of the Equitable I]luminating 
Gas Light Company, which operates 
the plant. he figures a total loss of 
$1,511.386.95 for that period 


Pacific Gas & Electric Reportsequivalent after preferred dividend: 
$6.92 for Common to $6.29 a share earned on the $3+, 
Pacific Gas & Electric Company 204,028 ap nage stock, as compared 
has issued its pamphlet report for the With $3,340,353 OF $0.32 a share on 
year ended December 31 last. Tn-the common in 1919. 
come account shows surplus after Income account for the year.1920 
taxes and charges of $3.919,959,compares as follows: 


1920 1919 
Gross operating revenues .................. $34,475,372 $25,938,372 
Expenses, taxes, ete. ....... Rethé sRE%eEo ON 23,450,599 16,249,127 
Pe I So pak Kccwavdeevacmancwas $11,024,773 $9,689,245 
I NII oun !s waceulpracs do mcda- oes aha Maes 910,462 644,315 
(iS ee $11,935,235 $10,333,561 
Bonds and other interest ................... $920,436 1 285,257 
Bond disct. and expense ................5: 306.538 207,951 
Res. for depreciation ............. .cccceees 2,788,302 2,900,000 
ET Tee e Ee TET Terre $3,919,959 $3 340.353 
Preferred Gividiend .....c6.ccccccs ceccceses 1,777,933 1,528,961 
Common dividend ..... si hah levlecsan le tio Ae PA da 1,700,846 1,708,095 
EE Sian 1.2 cheness ve eases abaeewens $411,180 $103,297 


General balance sheel as of Dec. 31, 1920, compares as follows: 


Assets 
1920 1919 

Plants and properties .................. .$164,655.624 $154,054.201 
Discounts and expenses ...... DP 25, 154 LT 52.787 
TCO ee 17,273,191 508,756 
Trustees of sinking fund.......... 5 utcwar inode 172,389 155,365 
Materials and supplies ..................... $557,536 2,751,535 
Preferred stock instalments .............. 10,269 1,070,229 
Bills and accounts receivable...... 3,516,609 2 337,236 
OS Te Pe eee 2,078,402 2,027,700 
Liberty bonds, etc. ............ ee ee 1,129,400 259,709 
[:mployees’ Liberty bond balance... ......... 6,718 25,985 
I ae ee oe aa wh ok ow 36,728 13,209 
Deferred charges ............. ce cee eeeeee 5,370,586 1 772.42 

i rs res oe cccec ce e$189,433,348 $173.029,125 

Liabilities 

et Ek) $34,004,058 $34,004,058 
*First preferred ae ee eee 393,628,230 29 976,780 
ee ee 56,800 72,8060 
Capital stock sub companies Strar'>: deals sh lara: te devs 39,748 240 515 
RS I a ee ae een 95,758,600 87,002,405 
Notes payable by No, Cal. Pr. Co............ 196,827 240,252 
NE ia gw ae id bath & Sew a er 2,068,317 1,241,87° 
Drafts outstanding ...............0cecceeee 579,273 350,765 
Meter and line deposits ..................4. 831,003 687 496 
Unpaid EP Ren ee a eee 130,367 120,065 
ee 1,583,918 1,489,366 
a eee ee 1,287,746 R68 155 
Dividends declared ................00c cee $25,216 27,028 
Sito 8 ita cin pithes ig a nina wt ti to's shea lcd ion’ 12,525,406 10,439,207 
NE ich ane Dub wiv ei G ache nb abhste cbt nieres 6,517,837 5,868,330 

a Te Pk 


*Includes stock subscribed for but not fully paid and issued 
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Trying to Force Rate Decrease 
Hempstead, N. Y.—Another at- 
tempt is to be 


made to have the 
rate for consumed in Hemp- 
stead town reduced, provided the 
villages of Freeport, Hempstead 
and Rockville Center join with the 
town and share the expense of 
prosecution. The town board ata 
recent meeting authorized action 
to reopen the case with the pro- 
viso that the villages consent to do 
their part. 


gas 


Henry L.. Maxon, of Maxon & 
Jones, Ilempstead, who handled 


the case for the town, in conjunc- 
tion with the village attorneys, 
when the fight was made against 
the increase in rates, submitted a 
plan which the board accepted. 

Freeport and Rockville Centre 
villages have decided to join in the 
action. The Hempstead village 
board deferred action for one week. 

President George MacDonald of 
the Nassau & Suffolk Lighting 
Company was requested to appear 
before the Hempstead board, the 
idea being to give him a chance to 
reduce the price voluntarily and 
save the expense of a fight if pos- 
sible. 

When the order was made fixing 
the price of gas at $2 a thousand 
feet, with a reduction of 10 cents 
a thousand if bills are paid within 
fifteen days and a 70 cents service 
charge, it was to be effective until 
June 30, or until further order of 
the commission. 

Mr. Maxson submitted to the 
town board and to the Hempstead 
village board a letter from Marvin 
Shiebler, who appeared in the case 
for the town and villages in the 
matter last winter, showing reduc- 
tions in the price of materials used 
in the manufacture of gas. 

Boiler fuel, according to the let- 
ter, can be delivered in Hempstead 
for $6.50 a ton, a reduction of $2 
from the price during the time cov- 
ered by the period on which the 
commission based its decision. 
This means a reduction for boiler 
fuel for the period from $20,000 to 
$15,300. 

Generator coal, he reported, had 
gone to $11.43 delivered in Hemp- 
stead, a reduction of $1.07 a ton, or 


from $101,887 to $93,200 for the 
period covered. 
Gas oil, which was 12% cents a 


gallon. is now 7 cents, giving a 
total reduction on this item for the 
period of from $182,902 to $102,500. 

On the total materials, Mr. Shie 
bler reported, there had been a re- 





duction in cost of $83,789 for the 
period covered by the investiga- 
tion. These changes alone, he said, 
should reduce the price of gas ap 
proximately 40 cents a thousand 
cubic feet. 

Should the matter be taken up 
again, the cost to the town and 
villages would be divided the same 
as before, one-half to the town and 
one-sixth to each of the three vil- 
lages. The cost to the village of 
[f¥empstead was approximately $1,- 
100 last time and about the same to 
the other villages. At that time 
the advance was not only held up 
for several months, saving thou- 
sands of dollars to the consumers, 
but the company was prevented 
from getting the $2.25 asked for. 

In view of the fact that the 
greater part of the data gathered 
for the last investigation is usable 
in the proposed new one, Mr. Max- 
son was of the opinion that the cost 
would not be high this time. 





Justifying Rate Increase 


Little Rock, Ark.—With all pre 
liminaries out of the way, W. B. 
Smith, attorney for the Arkansas 


Natural Gas Company, will argue be- 
fore the Arkansas Railroad Commis 
sion the main issue in the company’s 
application now pending—its pett- 
tion for an increase in gas rates. Mr. 
Smith consumed the first hearing be- 
fore the commission in analyzing 
testimony which had been offered in 
the hearings by the company and the 
Arkansas Gas Consumers’ Associa- 
tion, which is opposing the proposed 
increases. 

Mr. Smith will take up directly the 
matter of the increased rates and 
particularly those for the Little Rock 
Gas & Fuel Company for gas deliv- 
ered by the Arkansas company at 
the city limits of Little Rock. Mr. 
Smith will be followed in order by 
Hamilton Moses. one of the attor 
neys for the consumers’ association 
Ashley Cockrill, attorney for the Lit 
tle Rock company, and J. I. 
borough, attorney for the consumers’ 
association, who will close the argu 
ment. It is probable that the com- 
mission will take the application un 
Mr. Loughborough 
and Mr. Moses will speak in opposi- 
ind Mr 
Cockrill in specific opposition to the 
proposal to raise the rates to the Lit- 
tle Rock company. 

Taking up the argument, Mr. 
Smith opened with a of the 
testimony which had been taken in 
the hearings two 
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der advisement. 


tion to the entire application 


rev ie 


0 relative 


W ¢ eks af 


y 
~ 








to the short life of the gas fields and 
the necessity of conserving the sup 
ply for the domestic consumers. It 
was the company’s intention, he said, 
to sell only its surplus gas, and that 
during the summer when domestic 
demands are comparatively light, to 
the industrial consumer. Elimina- 
tion of industrial users, according to 
the attorney, will necessitate the in 
creased rates asked in the applica- 
tion in order to carry on the develop 
ment work of the company, the open- 
ing of new wells when the old ones 
become exhausted, etc. 

Referring to the Bethany and EI 
Dorado fields, Mr. Smith said that 
there can be no certainty that the 
Bethany well will be of longer life 
than other gas fields which have been 
exploited by the Arkansas and other 
companies, and that tapping in on 
this field will not solve the problem 
of the gas supply. The EF! Dorado 
section, he said, is primarily an oil 
field. 

According to Mr. Smith, the nat- 
ural gas industry, because of its haz 
ard and and uncertainty, must be 
financed on a wider margin of profit 
than practically all other public in- 
dustries and the average time con- 
templated for the retirement of its 
bonds is only ten years. In the ten 
years of the Arkansas company’s life, 
he said, $892,000 had been taken out 
on the initial investment of $5,200.- 
000 but had been put back in the in- 
dustry, and there had been direct re- 
tirement of only $477,000. Retire 
ment of other bonds, Mr. Smith said, 
had been effected through the issu 
ance of common stock to the bond- 
holders. 

“The struggle of the company to 
finance itself, notwithstanding the 
resources it commanded, has been 
unparalleled,” he said. 

“Tt is to be regretted that the com 
pany did not go into bankruptcy in 
1919 when this course was taken by 
so many other companies. If the 
Arkansas company had done this a 
svstem of rates would have been 
worked out by now which would 
have permitted finances for neces 
sarv development and at the 
time stopped the tremendous wast- 
age which has been the 
sale ot cheap gas To the big industrial 


Same 
caused bv 
users. We have carried on some of 
the development through the 
nation of two other companies in the 
Reserve Company, but further de 
velopment of the Arkansas con 


combi 


pany 


must be done alone. on its own re- 
sources and at triple expense. The 
\rl ansas company never has om tten 
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back what it into the Reserve 
Company.” 

Mr. Smith made an exhaustive 
analysis of the audit made by J. A. 
Whitlow, traffic manager of the Pine 
Bluff Company and former chief 
engineer of the Public Utilities Com- 
mission of Missouri. Mr. Whitlow 
made a report on the affairs of the 
\rkansas company for the Consum- 
ers’ Association, filing his report as 
part of the testimony while he was 
on the stand at the hearing before 
the Railroad Commission. Mr. 
Smith said that while Mr. Whitlow 
gave $3,000,000 approximately as 
the value of the Arkansas company’s 
plant, etc., in his computation of the 
basis of profit and percentage of re 
turn on the investment which should 
be allowed the company, an addition 
of the items contained in the report 
which should enter into the total of 
valuation showed that the actual 
value was not less than $7,655,000. 
This, Mr. Smith said, is the valua- 
tion which is borne out by reports 
of the company’s audits and other 
testimony which had been heard be 
fore the commission. 

Mr. Smith attacked the trend of 
testimony filed by the association to 
the effect that the company had used 
gas money to develop oil interests. 
These departments, he said, are ad- 
ministered separately and it was not 
until recently that the oil business 
was of sufficient volume to make any 
material difference in the finances. 
The first vear’s oil business, he said 
showed a profit of $63, which was 
credited to the gas department, but 
later when the company began to de- 
velop oil it carried all accounts sepa- 
rately, even charging the costs of the 


put 


leases to the department for which 
they were purchased 


Objects to Investigation of a 
Partisan Nature 

Providence, R. I. 

idence Gas Company “feels strongly 


That the Prov- 


that it has no right to permit an un 
authorized or unregulated investiga 
tion by a partisan expert, regardless 
of his employment,” is 


the emphati. 
opinion of 


President Charles H. 
Manchester of that company in a le 
ter he has just sent to Chairman Ed 
ward E. Austin of the city’s lighting 
committee. which is considering the 
employment of an expert to prove 
the gas situation in this city 
Chairman Austin was authorized 
by the committee, immediately after 
the city council instructed it to look 
into the matter, to communicate with 


President Manchester, and state the 
committee’s attitude. Mayor Gainer 
made the following statement: 

“I have seen a copy of a letter 
written by Mr. Manchester, presi- 
dent of the gas company, to Edward 
IE. Austin, chairman of the lighting 
committee of the city of Providence. 
This letter was showed me by the 
newspapers. I have not seen Mr 
Austin, or any member of the light- 
ing committee; as a matter of fact 
I do not know to my own knowledge 
that Mr. Austin has received this 
letter from Mr. Manchester. 

“T have read the letter carefully, 
but nothing contained in it changes 
my view regarding the employment 
of an expert by the city of Provi- 
dence to look into the gas situation 
here in Providence. I do not care to 
argue the matter at length at this 
time. I merely desire to savy that as 
far as I am concerned, I shall advise 
the committee on lighting to follow 
the instructions given it bv the citv 
council to investigate and look over 
the field of experts available for this 
kind of work and to endeavor to se- 
lect the highest type of man avail 
able and to recommend to the city 
council his employment. When the 
committee has come to an agreement 
as to the man desired, I shall advo 
cate taking up the matter with the 
gas company. 

“Tf the gas company refuses to al 
low an investigation at that time, an 
other question will be presented. This 
can be met when it is ready. At the 
present time, it seems to me the only 
duty of the lighting committee is to 
examine the expert field and to en 
deavor to suitable man 
whose employment they can recom 
mend for the matters above re- 
ferred to.” 


obtain a 


The letter follows: 
June, 1921. 
Providence, 


Providence, R. I. 

Lighting Committee, 

ae & 

Dear Sir—I have been advised hy 
vour committee that the city of Prov- 
idence has under consideration the 
advisability of retaining an expert to 
investigate the management and 
plant of the Providence Gas Con 
pany, and have been asked to inform 
your committee regarding the atti 
tude of this company towards sich 
an investigation. 

I have, of course, been much in 
terested in the press reports regard 
ing the contemplated action by the 
city, and I appreciate this oppor 
tunity of presenting our views on the 
subject before the citv has taken defi 
nite action. 


It is not vet clear to me what use 
would or could be made of the re 
port of such an expert. As he must 
be paid by the taxpavers of the city, 
it is fair to assume that he will at 
tempt to justify his employment and 
his fee by recommendations of some 
sort. Suppose he recommends cer 
tain changes in personnel or in the 
plant. Such a report would be man 
ifestly useless unless the changes are 
made as advised. Is the city of 
Providence willing to take the re 
sponsibility of deciding whether the 
expert’s recommendations are sound 
and applicable to the local situation ° 

Even so, it must be plain that the 
city cannot enforce the recommenda 
tions of its expert. The com 
pany management is responsible to 
the public and to its stockholders 
and with this management must rest 
the decision as to whether the piant 
is efficient and properly operated. 

It is not the function of any mu 
nicipality to interfere with the affairs 
of public utilities, regardless of the 
motive behind the act. That duty has 
been delegated by the State to the 
Public Utilities Commission, subject 
always to the decisions of our courts 
and at the present time there is pend- 
ing in the supreme court a proceed- 
ing which was commenced by the 
city of Providence and others, in 
which the rights of the city and nub- 
lic can be and are fully protected in 
the manner permitted by law. 

Just what object is being sough* 
to be accomplished by the appoint 
ment of an expert? Are the 
higher than they should be? Is the 
service unsatisfactory’ If so, and if 
the city of Providence decides that 
it has made a mistake in its recent 
agreement with the gas company for 
the present rates and standard oi 
gas to continue, then there should be 
a real investigation, and a_ report 
with recommendations to some trib 
unal which has the power to enforce 
its orders and to correct any 
which may exist. The way 1s always 
open for such a course. The law 
prescribes that any twenty-five voters 
may complain to the Public Utilities 
Commission regarding the rates, ser- 
vice or regulations of any public util 
itv, and that thereupon the commis 
sion shall hold a hearing and conduc 
an investigation into the affairs of 
the company. 
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\gain thanking you for the will 
ingness of your committee to afford 
an opportunity for ~ hy 


a frank exchange 
ot views on matters relating to the 
affairs of this company, I remain, 
Respectfully vours, 
H. Mancuester, President 
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